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Victor Herd Upholds 
Amer. Agency System 
In Investment Talk 


Tells Security Analysts that Agents, 
Cos. Working Together Can Keep 
i} Insurance Costs Competitive 


STRESSES EXPENSE SAVINGS 








: America Fore Chairman Urges In- 
Hi creased Use of Research in Analyz- 


ing Industry’s Current Problems 





Strong support for the future of stock 
agency companies is made by J. Victor 


Herd, chairman of the boards of the 
America Fore Companies of the Ameri- 
ca Fore Loyalty Insurance Group. 
Speaking recently to members and 


guests of the New York Society of Se- 
curity Analysts, Mr. Herd had _ this 
to say about the stock companies and 
the agency system: 

“In my humble opinion, the challenges 
and opportunities which confront our 
type of insurance capital today, here and 
fh abroad, parallel in many respects the 
prospects which brought so many of to- 
day's large and prosperous insurance in- 


stitutions into being about one hun- 
dred years ago. Such capital stock in- 
surance companies received early re- 


verses, some of them staggering, but 
they dug in more firmly than ever and 
have since rewarded their owners very 
handsomely for their courage and faith. 


American Agency System 


“We have heard much about the al- 
leged disadvantages of marketing our 
type of stock company insurance through 
the facilities of the American Agency 
System in competition with direct writ- 
ers and others who are selling essential- 
ly on a price basis, While ample room 
exists in our business for reductions in 
production and underwriting costs, it 
would, in my opinion, be a major mis- 
take to attempt to write off the Ameri- 
can Agency System as a factor expend- 
able from the insurance economy of 
this country. 

“No small part of the success of the 
business of insurance in the United 
tates is due to the incentive system in- 
herent in the American agency pattern. 
he agents and the stock agency com- 
panies working together can and must 
keep the ultimate cost of insurance to 
the consumer competitive. 

Even now stock agency companies 
generally meet the competitive costs of 
all types of companies except for the 
costs of retail distribution. In other 
words, the costs of claims, claims ex- 
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Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 
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uardian Life Marks 
Its 100 Years With 
Events This Week 


Waldorf-Astoria S Scene of Program 
Celebrated by Producers 
Leaders Club 


BACKGROUND OF COMPANY 


Chairman James A McLain and 
President John L. Cameron Make 
Addresses Featuring Sessions 











The Guardian Life Insurance Co. of 
America issued its first policy on July 
17 one hundred years ago and the Cen- 
tennial anniversary was marked this week 
by meetings of the Guardian 
Club at the Waldorf-. 
York from Tuesday through 
Opening day ceremonies featured an 
address by John L. Cameron, Guardian 
president, and the closing address on Fri- 
day was by James A McLain, Guardian 
chairman, on “The Second Century.” 
On Wednesday there were ceremonies at 
the new addition to the home office, Park 
Avenue South and 
and on 


Leaders 
New 
Friday. 


Astoria in 


Seventeenth Street, 
whole 


the Hudson 


afternoon the 
party went for a sail up 
River. 


Thursday 


Guest Speakers Heard 


Dr. James J. 
onomic 


director of ec- 
Life 
spoke 


O'Leary, 
research for the 
Association of 


Insurance 
America, 
Life 
Economy.” At the Centen- 
nial banquet on Wednesday evening in 
the grand ballroom the Superintendent 
of Banking of New York, G. 
Clark, was the guest speaker. Dr. 
neth McFarland, educational 
for General Motors, and 
ley, former postmaster general, were 
among the speakers. Chairman of ban- 
quet committee was Daniel J. Reidy, vice 
president and general counsel. The Presi- 
dent’s reception preceded the banquet. 
There was a dinner-dance on the Star- 
light Roof on Tuesday evening. 

At the business sessions of the Leaders 
Club Arthur J. Raumann, CLU, of the 
Spaulder, Warshall and Schnur Agency, 
New York, president of the Leaders 
Club, was chairman. Awards to the 
leaders were presented by James A Mc- 
Lain, chairman of the company, at the 
opening session. 

Among others taking part in the pro- 
gram were Daniel J. Lyons, senior. vice 
president, John C. Slattery, second vice 
president, and Superintendents of Agen- 
cies Earl W. Cryer and Edwin J. Phelps. 


Tuesday 


on “The Role of Insurance in an 


Expanding 


Russell 
Ken- 
consultant 
James A. Far- 


Beginnings of Guardian Life 


The founder, chief moving spirit and 
first president of the Guardian Life was 
Hugo Wesendonck, one of many German 
Americans who fled the German Revo- 
lution of 1848. He was a young bar- 
rister, member of the Frankfurt Parlia- 
ment, who opposed a Germany of frag- 
mentary states and so raised the ire of 
the Government that he fled to Switzer- 


(Continued on Page 4) 
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The insurance man who 
earns his CLU key becomes 
a much more valuable man 
to his company ... to his 
clients ...and to himself! 

To advance themselves professionally, conscientious 


and ambitious underwriters each year enroll in the 
study programs, offered by the American College of 


New York Life ~  @ 


Insurance Company 


A MUTUAL COMPANY FOUNDED IN 1845 





Life Underwriters, which lead to the designation of 
Chartered Life Underwriter. 

With the knowledge and experience gained from 
successful completion of these study programs, the 
new CLU can render more valuable service to his 
clients. At the same time he gains prestige and an 
added sense of self-confidence which helps him sub- 
stantially increase his business. 

Why not start on your way to becoming a “key” 
man in your company by getting full information on 
next year’s CLU study programs and examinations. 
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Calvin Lawrence Pontius 


Career of F idelity Mutual’s 


Wide Contacts With People Began While Working on Kansas 


Largely responsible for the success of 
Calvin Lawrence Pontius, who this 
month was elected president of Fidelity 
Mutual Life Insurance Co. of Philadel- 
| phia succeeding the late Ellsworth A. 
Roberts, is his recognition of the im- 
portance of “team work” and his ability 
as a coordinator. 

A forceful and independent thinker, 
a keen student of men as well as of the 
business, especially of the merchandising 
aspects, he has not been hesitant in of- 
fering his viewpoints when asked by 
company officials and the field. 

In making decisions he has always had 


' the field much in mind as he feels that 


no pivot in the industry is more im- 
portant than the producer of life insur- 


ance, And he sees nothing in sight 
which will substitute for the agency 
system, 


Company Has $1.277 Billion in Force 


The Fidelity Mutual Life was incor- 
porated in December, 1878 as the Fi- 
delity Mutual Aid Association. It com- 
menced business on January 1, 1879. In 
1884 it changed its name to Fidelity Mu- 
tual Life Association and in 1899 adopted 
its present title, Fidelity Mutual Life 
Insurance Co., when the charter was 
amended authorizing it to operate as a 
mutual legal reserve company. 

Mr. Pontius is the fourth man to oc- 
cupy the post of president. The first was 
L. G, Fouse who became one of the out- 
standing men in the business and was 
recognized as a pioneer type executive 


who brought to this country brilliant 
young actuaries from Scotland. Their 
success resulted in at least a dozen 


younger men from Scottish actuarial of- 
fices coming to this country to join life 
companies here, some of whom became 
the world’s outstanding actuaries. 

Mr. Fouse was succeeded by Walter 
Le Mar Talbot who had a 60-year asso- 
ciation with the company and it was 
under his regime that the company’s 
present home office was built on the 
Parkway in Philadelphia. Mr. Talbot 
was succeeded in 1943 by Ellsworth A. 
Roberts whose distinguished career was 
printed in The Eastern Underwriter 
July 8. 

In the past 10-year period Fidelity Mu- 
tual sales ‘have increased 248%. Insur- 
ance in force increased 99% to more 
than $1.277 billion by June 30, 1960. Dur- 
ing the same period assets have grown 
0% to more than $360,000,000. 


Experiences on Farms and River Logging 


As a boy in his teens, in finding and 
holding jobs during vacations, Calvin 
ontius led an exciting, muscle-building 
and often adventurous life which brought 
im into contact with a variety of work- 
ers of many nationalities and proved in- 
Valuable in acquiring a knowledge of 
uman nature, He spent many days in 
the great wheat fields of K: insas; getting 
Up at sunrise, quitting at sundown, with 
8 o'clock bedtime—earning $2.50 a day. 
fhen a high school student he had his 
first experience as-a river log worker, 
his employer a lumber company in a 
own in Ontario across the Minnesota 
rder, 


And as River Logger in North Woods 


By CLarENcE AXMAN 


The following winter he went into the 
woods in northern Minnesota for the 
timber cutting operations. Then in early 
spring the returned to Ontario in the 
Clearwater Lakes region to join “the 
drive” which would bring the logs cut 
that winter in that area down to Rainy 
Lake and the sawmills at Fort Francis, 
Ontario. The most exciting operation 
was driving the logs down the Little 
Turtle River with its falls, rapids, and 
“white water,” and its miles of sharp 
bends and flooded meadows. Here the 
great skills of the “riverman” were at 
their peak and none was greater than 
his ability to stay on his log in the water 
under nearly any circumstance. Pontius 
of necessity acquired a survival degree 
of those skills. Among the rivermen 
were Scots, Irish, Swedes, Danes and 
others and especially the French who 
were noted for their river skills) They 
were among the last of the old time 
rivermen of the north woods. 


Father a Doctor; Mother a Teacher 


Calvin Pontius was brought up in a 
town with a population of 500 called 
Fairview, located near Hiawatha, Brown 
County, Kansas. It was settled largely 
by the Pennsylvania Dutch, its soil one 
of the richest in America, 

His parents were Dr. and Mrs. Calvin 
E. Pontius who had gone out to Kansas 
and to Fairview shortly after the town 
was founded from their home state, In- 
diana—and where Dr. ‘Pontius would 
carry on his practice of medicine until 


his death in 1903. Interestingly, Mrs. 
Pontius’ father also was a physician as 
were the husbands of ther two sisters. 


She attended the Chicago Conservatory 
of Music and taught school before her 
marriage. She died in 1932 and life long 
was a woman of intellectual force and 
interest. 


Heard Famed Evangelists, Lecturers 
and Musicians 


In 1909 the family moved to Topeka 
for better schooling. It was significant 
that its means were provided by life in- 


surance carried by ‘Dr. Pontius on his 
life and in a somewhat larger amount 
than was usual for those days. It was 


also significant that in Topeka (Calvin 
met and was greatly impressed by S. E. 
Barber, then a thighly successful general 
agent for Aetna Life in Kansas, From 
such impressions of the value and 
strength of life insurance Pontius gained 


his earliest intimation that some day 
he might enter the business. 
In the winter of 1916-17 Calvin at- 


tended Winona Lake Academy at Win- 
ona Lake, Ind. This was the home of 
Billy and Ma Sunday, and a foremost 


gathering place of other great evan- 
gelists of that day. Its conference was 
patterned after the world-famed Chau- 


tauqua on the banks of one of the great 
lakes of New York State. The confer- 
ence brought to Winona many of the 
outstanding lecturers, clergymen and 
concert artists of the day all of whom 
drew large audiences. Two personalities 
who were patrons of Winona particu- 
larly fascinated Calvin. One was Wil- 
liam Jennings Bryant, a Nebraska news- 





PONTIUS 


CALVIN L. 


paper man who had covered the Demo- 
cratic national convention in Chicago as 
a reporter. This was the convention 
where he made his famous “Cross of 
Gold” speech which so swept the dele- 
gates that it resulted in his nomination 
for President of the United States. The 
other personality was the famous Wag- 
nerian star, Madame Schumann-Heink 
who ‘became one of the most loved 
personalities on the concert stage, and 
was one of Winona’s greatest favorites. 
University of Minnesota 

Calvin attended the University High 
School at University of Minnesota and 
later the university itself. In thigh 
school he played baseball, football and 
was on the track team and in college 
he also participated in some athletic 
events. The University of Minnesota is 
one of the finest institutions of higher 
learning in the United States and one 
of the largest of the campus institutions. 

When he entered University of Min- 
nesota he was a pre-med student, but 
before long decided not to follow that 
profession, so changed to the college of 
liberal arts, Fond of music he attended 
symphonic and other concerts in the big 
auditorium of the university. He was 
active in intra-mural and other campus 
organizations. Le Roy Burton, who later 
became head of University of Michigan, 
was president of University of Minne- 
sota. Preceding Burton at Minnesota 
was George Vincent who later became 
president of University of Chicago and 
head of Rockefeller Foundation. 


Enters Insurance After Investment Se- 
curities Sales Experience 


Upon leaving the university Mr. Pon- 
tius spent two years in the investment 
securities field in Minneapolis. In that 
period, security houses instructed the 
salesmen to confine their contacts to 
men who had a life insurance program, 


New President Demonstrates Success in Team Work and Coordination; 


“arms 


a bank and a savings account. The idea 
was that unless they met those qualifi- 
cations they were not to be considered 
good prospects. It was the requirement 
of life insurance ownership which again 
drew Mr. Pontius’ attention to that in- 
dustry and sparked his interest in it as 
a career. He felt he could succeed as an 
insurance agent because of his belief 
that life insurance is a superior plan of 
saving for young people as well as the 
only form of protection. 

Mr. Pontius’ entrance into the insur- 
ance business was in 1924 with Canada 
Life agency in Minneapolis, the manager 
of which was R, G. Hickerson who had 
sold him his first policy. He was the 
first agent recruited by Manager Hicker- 
son. At that time Alfred N. Mitchell, 
for whom Calvin had a great admiration, 
was agency head of the Canada Life, 
later becoming president. An associate 
of Mr. Pontius in the Hickerson agency 
was Paul Dunnavan who was to become 
a chairman of MDRT. 

Later, Mr. Pontius became agency su- 
pervisor of one of the best known gen- 
eral agencies in the United ‘States. It 
was that of Ralph Hamburger of North- 
western Mutual Life in Minneapolis. 
Among some of its best agents were Bob 
Olsen, who succeeded Mr. Hamburger 
as general agent and who is one of Mr. 
Pontius’ most intimate friend; John O. 
Todd, now of Chicago, a former chair- 
man of MDRT; and Lewis Bison who 
annually led the Northwestern in lives. 

Jo'ns Fidelity 25 Years Ago 

Mr. Pontius joined the agency depart- 
ment of Fidelity Mutual Life in 1935 
when the head of that department was 
Frank H. Sykes. Pontius traveled ex- 
tensively, visiting all the agencies, spend- 
ing a week or two at a time with each, 
helping in training and also doing field 
work with the agents. He was a princi- 
pal factor in developing the company’s 
first programming and sales material. 
The company had long been an adv ocate 
of the income for life type of life in- 
surance, with emphasis on savings. He 
soon was a prominent figure at the com- 
pany’s field conventions. 

First post filled by Mr. Pontius with 
the comp: any was supervisor of agencies 
then followed these positions: assistant 
manager of agencies, manager of Agen- 
cies, vice president and manager of 
agencies, vice president—insurance, and 
senior vice president—insurance. In more 
recent years he has been a prime 
mover in coordinating of the company’s 
departments with emphasis on the sale 
and servicing of life insurance. His co- 
ordinating activities have had relation 
to all departments of the company other 
than investments. 


His Family 

Mrs. Pontius, the former Hallie 
Morris, is the daughter of Mr. and Mrs. 
Edward ‘H. Morris of Philadelphia. Mr. 
Morris was a prominent manufacturer. 
She attended Baldwin School, Bryn 
Mawr, and was graduated from Martha 
Washington Seminary in Washington, 
D. C. Her hobby is gardening, They live 
in the Main Line suburb of Gladw ryne, 

(Continued on Page 4) 
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GUARDIAN LIFE MARKS ITS 100th ANNIVERSARY 





Guardian Life Survey to 
Get Insured’s Views 


McLAIN OUTLINES PROGRAM 
Company to Interrogate Policyholders 
To Learn How They Regard Their 


Coverage, Service 





As the Guardian starts on its second 
century, James A McLain, chairman, 
told its Leaders Club at the centennial 


convention this week that one objective 
of the company will be to ascertain ex- 


actly what are the wishes of its policy- 


holders and to meet them. He said 





Lotte Jacobi 


JAMES A McLAIN 


this will be learned through an overall 
market study 

“Within Guardian history, life insur- 
ance has won general public acceptance, 
with new sales and 


insurance in force 


steadily ahead 


forging .” he explained. 
“The life insurance record in this coun- 
try outdistances results anywhere else 


in the world. But, total insurance in 
force is approximately only two years 
of personal income; the life insurance 
share of the savings dollar is declining; 
inroads on our markets are threatened 
from several directions. Should not 
these factors be map our 
Guardian future,” he asked. 

“We must define our business and 
have answered such questions as these: 
Are we in life insurance or are we in 
the savings and protection business? 
\re we as a business satisfying cus- 
tomers, or are we a process of producing 


faced as we 


Calvin L. Pontius 


(Continued from Page 3) 


Mr. Pontius has a brother, Allan B., 
of San Francisco and a sister, Mrs. W 
E. Glover of Topeka, Kansas 

Mr. Pontius was given the CLU desig- 
nation in 1938 and has been a member 
of committees of the Life Insurance 
Agency Management Association. He 
belongs to the Union League of Phila- 
delphia and Philadelphia Country Club 
where he plays golf, a game of which he 
is fond. When a resident of Minneapolis 
he belonged to the University and Min- 
neapolis Athletic clubs. He is a director 
of Pennsylvania Plan to Develop Scien- 
tists in Medical Research 

The appointment of Mr. Pontius as 
president of Fidelity Mutual Life was a 
popular one in the field and home office. 


policies and services? Are we delivering 
services we promise when selling? Are 
we selling policies and providing serv- 
ices which we _ believe 


our customers 
need?” 
Propose Two Programs 
One part of the program will be a 


census of Guardian customers “as a 
continuing process until completed,” he 
said. “We want every Guardian policy- 
holder seen in order that we may make 


a complete factual study of our policy- 
holders. We want to know whether 
they are having al of their protection 
needs met, whether they are sufficiently 
serviced, whether the beneficiary desig- 
nations and optional settlements are 
current. Let’s find out how we stand 
with our customers; what we can do 
for them, how we can improve our 
service.” 

Continuing Mr. McLain said that cen- 


(Continued on Page 18) 


WANT A FAMILY RIDER WITH 
ACCIDENTAL DEATH BENEFIT 
THAT CAN BE ADDED TO ANY 


BASIC POLICY, INCLUDING TERM 









INSURANCE 4 COMPANY 
of NEW YORK 


CALL or WRITE any of our 
General Agents in New York or Long Island 


NEW YORK CITY 


LILLIAN F. DOUGLASS AGENCY 
11 West 42nd Street 
New York 36, New York 
Telephone: BR 9-3214 


GREEN ACRES ASSOCIATES, INC. 
95 Madison Avenue 
New York 22, New York 
Telephone: MU 5-4467 


SASSOON B. KASHI AGENCY 
116 Nassau Street 
New York 38, New York 
Telephone: BA 7-3568 


DANIEL COHEN AGENCY 
60 East 42nd Street 
New York, New York 
Telephone: YU 6-8450 


FINANCIAL PROGRAMS CORP. 
OF AMERICA 
48 West 48th Street 
New York, New York 
Telephone: JU 2-1919 


BROOKLYN 


ARTHUR ROSENBERG AGENCY 
7309 Third Avenue 
Brooklyn 9, New York 
Telephone: TE 6-5000 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC. 
375 Jay Street 
Brooklyn, New York 
Telephone: UL 8-71 


LONG ISLAND 


THE MARK DAVIS AGENCY, INC. 
114 Main Street 
Hempstead, New York 
Telephone: IV 1-2121 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
Telephone: IV 9-6268 


MARSHALL A. RUBENSTEIN AGENCY 
85 North Broadway 
P. O. Box 63 
Hicksville, New York 
Telephone: OV 1-4540 


é 


Ce 


Public Must Save More 
Through Life Insurane 


VIEWS OF DR. JOHN J. O’LEARy 


Tells Guardian Convention Not Enough 
Permanent Cash Value Con. 
tracts are Sold 


After telling Guardian Life’s ce 
tenary convention this week that 
insurance through its saving tactor } 


played a tremendously important rol 
in the unparalleled growth of the na 
tion’s economy through the past. gj 
decades Dr. James J. O'Leary souns 
a warning. The director of 





research of Life Insurance 
of America, said that the savi 
receding. He feels deeplv that sow 


growth requires public and priva‘e me, 
ures to stimula‘e saving and 


nves mer 
f the economy. 


The paramount factor a>ove all 
stability in the value of the dolar 
Rots of Life Insurance 


Commenting on the role of the 
insurance business in our expanding 
economy he gave this summary: 

In view of the Communist threat | 
the security of the free world, a faste; 
rate of economic growth in this decad 
is of vital importance. 

The only way to obtain a faster grovwt 
on a_ sound consistent with ti 
preservation of our system of politica 
and economic democracy is to achieve 
a higher rate of national saving and i}- 
vestment spend'ng. Any attempt 
achieve growth via the path of eas 
monev and Federal deficit spending wil 
succeed only in producing inflation, an 
will in the end destroy 
ingredient of growth—the 
people to save. 

The life insurance business now has : 
great opportunity to aid in providing 
the means to sound economic grovt! 
It can do so by rededicating itself | 
encouraging the American people to sav 
through life insurance. 


basis 


an essentia 
wil of tl 


New Money Investments Earn More 
There is no reason today for the lif 
insurance business to be backward abou 
selling permanent cash value contracts 
Since 1947 the average rate of retur 


on life insurance company investments 


has risen from 2.88% to nearly 4% an 
many companies are, of 
above this average. The new money in- 
vested by companies is earning 5%4% 
or better. Moreover, due to call pro- 


course, wel 


(Continued on Page 18) 


(Guardian Life Centenary 


(Continued from Page 1) 


land, then sailed for New York and set- 
tled in Philadelphia first engaging in the 
silk business. Among his fellow stalwart 
German Americans were Carl Schurz ani 
Oswald Ottendorfer of the “Staats Ze: 
tung.” 

The year the Guardian Life was formed 
in 1860, there were about a million Ger 
man Americans in the 34 states of the 
Union. A number of life insurance com- 
panies were being formed just at that 
time, it was a new and exciting financia 
undertaking. Why not a life insuranet 
company that would offer its benefts 
to all Americans but would concentrate 
on those of German descent ? be 

Hugo Wesendonck came to New Yor 
where he had many friends and_ soo! 
raised the $200,000 capital with whic 
the company was launched, Its Policy 
No. 1 in the amount of $3,000 was sol 
to Selig Kling of Brooklyn, a “sega 
merchant.” When the policyholder dieé 
in 1872 the Guardian paid the lact 
amount, plus $636.36 in accumulated div- 
dends. The paid premiums totalled $1,- 
157.52. 


The President’s Club will visit Bet 


muda, sailing on Saturday this week. 
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GUARDIAN 


LIFE MARKS 


ITS 


100th ANNIVERSARY 








—————— 
—_ 


Guardian Life of America Early 
Began Appointing an Agents Force 


The Guardian Life Insurance Co, be- 
gan business in a small office at 60 
Broadway, Wall Street, in 
July, 1860 as the Germania Life Insur- 
ance Co. the 
company changed its name to Guardian 


corner of 


Fifty-eight years later 
Life Insurance Co. of America. 

The founder of the company and its 
frst president was Hugo Wesendonck, a 
former member of German Parliament 
who was a leader in the German revolu- 
tion of 1848 and had come to America 
with others who had risked their lives in 
this revolution wiich was overcome by 
a counter revolution. There were many 
of these “Forty-eighters” in the United 
States, some of whom became nationally 
famous here, particularly Carl Schurz, 
a general in Grant’s Army, a cabinet 
oficer and a man of great influence in 
this country. 

A man of great vigor and _ personal 
magnetism, Wesendonck wrote much of 
the company’s early business himself, 
and traveled extensively to establish the 
company’s network of agencies both in 
this country and in Europe—where The 
Guardian was an important factor in in- 
surance prior to World War I, Follow- 
ing his resignation as president ‘he re- 
mained on the board as a consulting di- 
rector until his death on December 19, 
1899, 

Careers of Some Guardian Presidents 

The Cor- 
nelius Doremus joined the company two 
months before policy No. 1 was issued 
on July 17, 1860. He was named secre- 
1868, vice president in 1890 and 
the company’s second president 
on January 1, 1898. Two of the many 
hightights of his administration were the 
company’s move to its present location in 
1911, and the establishment of the agen- 
cy department in 1912. Following his 
resignation in 1914 because of ill health, 
he was consulting director until his 
death in 1918—completing a remarkable 
span of 58 years of active service to The 
Guardian, 

The third president, Hubert Cillis, 
joined the company in 1869 and served 
as actuary for many years, helping to 
found the Actuarial Society of America 
in 1889. It was during his administration 
that the company name was changed to 
The Guardian Life Insurance Company 
of America, Following his resignation as 
President at the end of 1920, he served 
as chairman of the board until his death 
in August of 1925, 

arl Heye, his successor, worked in 

The Guardian's Berlin office one summer 
Prior to emigrating to America, where 
he joined the home office staff in 1889. 

€ became secretary in 1902, vice presi- 

— in 1915 and president on January 1, 
1921. Highlights of his administration 
included the appointment of the com- 
Pany's first mortgage correspondents, 
the mutualization of the company (1925), 
the beginning of Guardian’s comprehen- 
sive employe benefit program, and the 
Introduction of the Graph-Estate. Fol- 
1030" his retirement as president in 

9, he served as chairman of the board 
until his death in June of 1946, 

- ext came one of the most successful 
esidents—James A McLain who in 
Pr er years also was president of Ameri- 
can Life Convention, an industry organ- 
a ot more than 235 life insurance 
*mpanies and held the same rank with 
Sew York Chamber of Commerce. 


Guardian’s first employe, 


tary in 
became 


Mr. McLain joined the company in 
January, 1930 after selling experience 
in the field. He was named superintend- 
ent of agencies in 1927, vice president 
and a director of the company in 1930 
and succeeded Mr. Heve as president on 
January 1, 1940, His administration built, 
upon the solid foundation prepared by 
his predecessors, the vigorous, progres- 
sive Guardian of today. Mr. McLain be- 
came chairman of the board in February, 
1957 continuing to serve as the com- 
pany’s chief executive officer. 

His successor as 
Cameron, the sixth 


president is John L. 
man to be Guardian 
Life president and is its chiet. adminis- 
trative officer. He entered Guardian in 
1930 as assistant actuary, was promoted 
to associate actuary in 1940, to second 
vice president and associate actuary in 
1941 and became vice president and a 
director in 1943. His administration is 
giving the company new impetus as it 
enters its second century of expanded 
service to the American public. 

As Commissioner of the Massachusetts 
State Department of Insurance Elizur 
Wright became the scourge of life in- 
surance companies that went in for loose 
practices, How closely Wesendonc 
subscribed to Wright’s doctrines is evi- 
denced by the fact that long before 
legislation made it mandatory, net re- 
serve valuations, non-fo~feiture and cash 
values had been provided for policy- 
holders as the trinity upon which The 
Guardian was founded. 

In 1850 there were about a million 
German Americans in the 34 states of 
the Union. Wesendonck’s idea was why 
not organize a life insurance company 
that would offer its benefits to all Amer- 
icans but at the start would concentrate 
on those of German descent. Wesen- 
donck started out to raise the $200,000 
required by the state in order to incor- 


v 


porate. Subscriptions came from many 
of his friends in the financial d‘strict of 
New York and from some of his former 
comrades among the Forty-eighters. The 
first policy was sold to a Brooklyn cigar 
merchant. Three years later the com- 
pany waived its travel restrictions and 
permitted him a journey to Cuba. On 
December 31, 1860, less than six months 
after the company was formed it had 
half a milion insurance in force, 25% of 
which came through agencies. In 1851 
the company extended its operations to 
Albany, Davenport, Madison and Toledo 
and shortly thereafter appointed agents 
in Richmond, Indianapolis, Buffalo, St. 
(Paul; Norwich, Connecticut and Bloom- 
field, Ill. It continued to broaden its 
operations, 

The first death benefit on the Pacific 
Coast was paid to the widow of an en- 
gineer who lost this life on a boat that 
exploded on Monterey Bay. 

Saw Many Companies Disappear 

In 1864 the company outgrew its first 
office on lower Broadway and moved 
into larger quarters at 293 Broadway. 
At end of the Civil War it had approxi- 
mately $15 million in force. It con- 
tinued to open new agencies. 

In February, 1865, the company be- 
came the first American company to 
open an agency in Europe. 

A history of the Guardian Life written 
in connection with the centenary by 
Joseph M. Kesslinger contains innum- 
erab.e human interest notations about 
life insurance during the earlier days of 
operations. Many diseases now com- 
pletely under control in this country 
were taking toll of innumerable lives; 
writing of tontine insurance gradually 
built up such a resistance on the part of 
the public that it was discontin ed; 
faulty reserves, excessively high divi- 
dends and extensive acceptance of notes 
in lieu of cash proved disastrous to some 
companies. Financial depressions fol- 
lowed so closely that they destroyed 
numerous life companies. Of 250 com- 
panies operating in 1870 on'y 55 were 
still in business in 1892. Of the five com- 
panies which started in 1850 only the 

(Continued on Page 14) 





GUARDIAN OFFICIALS AT ANNAPOLIS. One feature in connection with 
the Guardian Life’s centennial anniversary now being celebrated is the company’s 
presentation of awards to the four United States Service Academies as a tribute 
to the graduates for their service to the country as guardians of America. The 
awards were made to the United States Air Force Academy, United States Coast 
Guard Academy, United States Military Academy and the United States Naval 
Academy. 

The accompanying picture was taken at Annapolis when President Cameron 
of the Guardian Life presented the award to Captain W, F. Bringle, commandant 
of midshipmen. Reading left to right in the picture are Delbert Ross, treasurer 
of: Guardian, member of 1925 Naval Academy class; President John L. Cameron of 
the Guardian; Daniel J. Reidy, vice president and general counsel and chairman 
of the centennial committee, and Captain Bringle. 


Insured Gets More From 
Co. Than Paid Into It 


CAMERON REVIEWS GUARDIAN 


Also Discusses Current Group Life Sales 
Situation and Governmental 
Benefit Expansion 


Addressing the Leaders ‘Club meeting 
at the Guardian Life centenary conven- 
tion in Waldorf Astoria this week Presi- 
John L. Cameron outlined 
growth of the company over the century. 


dent the 


In its hundred years of business it has 
received from policyholders $1,051,000,000. 





JOHN L. CAMERON 


Policy benefits it has paid, plus funds it 
holds for future benefits, add up to 
$1,150,000,000. So for its ten decades of 
existence the company’s investment in- 
come has covered all of its operating ex- 
penses and besides has added nearly 
$100,000,000 to the policyholders 
have paid the company. 


what 


The company reached a new high of 
$111,310,000 of individual insurance sales 
for the first six months of 1960 which 
compares with less than $40,000,000 for 
the whole year of 1940. Group life in- 
surance has shown a 900% gain over last 
year’s record and health insurance has 
gained, too. 

Commenting on situations which now 
confront the field force and the com- 
panies Mr. Cameron made these health 
insurance observations: 

“Tt is an anamoly that over the century 
of Guardian’s existence, life insurance 
men and women have been able to elevate 
insurance in the public mind to the point 
where men in public office gain votes by 
requiring people to pay taxes for that 
which we still find it so hard to get them 
to buy. Recent developments ‘in the 
health insurance field make us wonder 
how far government will go. How long 
will people feel the Government can 
give them that which you have to sell 
them? I don’t know. We have to ac- 
cept the fact that the social significance 
of our business has acquired a new 
aspect. Prevention of destitution may 
have become a Governmental function. 
But life insurance has acquired perhaps 
an even more significant role, the pres- 
ervation of the dignity of the individual, 
the means by which the individual’s de- 
sires for his own family, their ability to 
carry on beyond the requirements of 
food, shelter and clothing can be met. 
As long as people are free to be in- 
dividuals, there will be this urge for more 
out of life than bare existence. And for 
the great majority of people, life in- 

(Continued on Page 14) 
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DD PERSONNEL 


SERVICES, INC. 


"Specializes In Insurance" 


ASSOC. ACT'Y. s-east ............. $15-18,000. 
Solid ordinary life background can move you 
into a key position in this medium sized 
progressive home office. 


EMPLOYE BENEFIT EXECUTIVE..$12-14,000. 
Retirement, profit-sharing, A & H from pro- 
posal stage thru installation. You will do all 
the administration. 


ASSISTANT DIRECTOR TRAINING 
| aaa $9 
5+ years of good life sales can place you 
as +2 man in Southern H.O. Relocation paid 
and you'll be +1 in about one year. 


Casualty Underwriter, N.Y.C............... $12,000 
Fire Underwriter fee paid N. J. 11,000 
Fire Underwriter, Phila, relocation 8,000 
Life Underwriter, Phila. H. O. 10,000 
Grp. Pension Mgr. Phila. fee pd......... 7,500 
Casualty Underwriter, Comp/lieb 9,000 
Examiner, Hvy. H. ©. Casualty 9,500 
Examiner, Sr., Inland Marine 9,000 





50 Church St., New York 7, N. Y. 
WOrth 4-8410 











On Woodmen Committee 

Henry Ligon, Florence, Ala., north 
Alabama state manager for Woodmen 
of the World, has been appointed a mem- 
ber of the Society's four-man State 
Managers’ Advisory Committee. The 
committee, organized at Woodmen’s 
Sovereign Camp Convention in 1959, 
meets with the field work committee to 
counsel that group on field activities. 

Other members of the State Managers’ 
Advisory Committee are J. B. Blalock, 
Louisville, East Kentucky state man- 
ager; Nick Newberry, Charlotte, West 
North Carolina state manager; and 
Grover Shannon, Jackson, West Tenn. 

















Mass. Indemnity General Agent! 


Take advantage of his services. He will be more than willing to help 
you in many ways. 
Whether it’s the preparation of a proposal for Mass. Indemnity’s 
Non-Can Income Protection, providing sales information and ma- 
terial, or simply discussing policy contracts, you will profi: by his 
knowledge and <xperience. 
Why not call him now, while you are thinking about it? 





BOSTON, MASSACHUSETTS 


Haakenstad Named As 


ALC’s Next President 


WILL BE ELECTED IN OCTOBER 
Francis Hipp, R. Howard Dobbs, Jr., 


J. K. Macdonald and Virgil Smith Nomi- 
nated for Executive Committee 


Chicago.—Otto Haakenstad, president 


of the Western States Life of Fargo, 


N. D., is the unanimous choice of the 


nominating committee of 


Life Convention to be next president of 


ALC. Announcement is made by W. 


Lee Shield, executive vice president of 


the ALC. At the same time, four men 
were nominated for three-years terms 
on the ALC executive committee. 

Mr. Haakenstad will succeed Presi- 
dent J. C. Higdon, who is chairman of 
the board of Business Men’s Assurance 
Co., Kansas City, if elected, at the an- 
nual meeting of the Convention to be 
held at Edgewater Beach Hotel, Chi- 
October 10-14. 

The four nominees for the executive 


cago, 


committee, the governing body of the 
organization are: Francis M. Hipp, 
president of Liberty Life, Greenville, 


S. 'C.; R. Howard Dobbs, Jr., president 
of Life of Georgia, Atlanta, Ga.; J. K. 
Macdonald, president of Confederation 
Life, Toronto, Canada; and Virgil H. 
Smith, president of Beneficial Life, Salt 
Lake City, Utah. 

Mr. Haakenstad has been serving as 
a member of the ALC executive com- 
mittee since 1957. Mr. Hipp is nomi- 
nated for his second three-year term 
on the fourteen-man executive com- 
mittee: Messers. Dobbs, Macdonald, and 
Smith are selected for their first three- 
vear terms. The Constitution of the 
ALC provides that further nominations 
may be made from the floor at the time 
of the annual meeting. 

The 1960 nominating 


committee was 


composed of the following men: Chair- 


INSURANCE 
COMPANY 





American 








OTTO 


HAAKENSTAD 


man—S. J. Hay, chairman, Great Na- 
tional Life, Dallas; John A, Lloyd, presi- 
dent, Union Central Life, Cincinnati; 
T. A. Sick, president, Security Mutual 
Life, Lincoln, Neb.; W. E. Bixby, presi- 
dent Kansas City Life; and Frederic 
M. Peirce, president, General American 
Life, St. Louis. 

Otto Haakenstad’s Background 

Mr. Haakenstad, president of West- 
ern States Life, was born in Norway in 
1901. He received his education at North 
Dakota Agricultural College and later 
took up the study of law. He holds an 
LL.B. degree, and practiced law as a 
member of the firm of Burnett, Berge- 
son, Haakenstad and Conmy. He has 
served as a special attorney with the 
Department of Justice of the U. S. He 
is a member of the American Bar As- 


— 


Old Equity in Penna. 

Old Equity Life of Evanston, Ill, ha, 
been licensed to conduct business in 
Pennsylvania. In addition to issuing 
standard health and accident contract, 
Old Equity offers non-cancellable anj 
guaranteed renewable hospitalization 
doctor bills, and lifetime income security 
policies. : 

Old Equity also maintains a life jp. 
surance division, which features Ordip. 
ary life, and such special plans as » 
payment life and juvenile endowmen 
policies, 


a aye 
sociation and the North Dakota an¢ 
Cass County Bar Associations. He has 
been admitted to practice in state, Fed. 
eral and U. S. Supreme Courts, and js 
a member of the ALC Legal Section. My 
Haakenstad is a co-founder of the West. 
ern States Life and served the company 
as executive secretary from 1930 until 
1944 when he was named president. 

Mr. Haakenstad was elected a mem- 
ber of the ALC executive committee jn 
1957, following long service to the Con- 
vention in his home state. He served 
as state vice president for the Conven- 
tion for nine years. In addition, he 
served as chairman of the minimum 
assessment committee and three times 
as a member of the membership com- 
mittee. For the past three years, he 
has served as a member of the board 
of regents of the Life Officer’s Seminar, 
‘He is also one of the “old grads” of the 
Seminar. 

Active in Fargo business and civic af- 
fairs. Mr. Haakenstad is a director of 
the Fargo National Bank. He is chair- 
man of the industrial development com- 
mittee of the Fargo ‘Chamber of Com- 
merce and a member of the U. § 
Chamber of Commerce. Also he has 
served as a member of the committee on 
budget and admissions of the Fargo 
United Fund. 

Mr. Haakenstad is an active member 
in Masonic bodies and the Shrine, the 
Elks and the Lions Club. 
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The answer in part may be seen in the amount of life 
insurance he himself owns — More than $100,000 — or 
in the amount he sells — over three quarters of a million 


dollars per year. 


Who is the man? He is the composite of Fidelity’s 75 
leading producers for last year. 





The FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


PARKWAY AT FAIRMOUNT AVENUE, PHILADELPHIA, PA. 
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K. C. Life General Agent 


DRESHER 


JOHN R. 


W. E. Kansas City 
Life announces appointment of John R. 
Dresher as general agent for 18 counties 
in north central Alabama. The new 
agency will have its offices in 'Birming- 
ham, 

Mr, Dresher was born in Omaha, Ne- 


Bixby, president, 


braska; received his elementary school- 
ing at Bay St. Louis, Miss. and was 
graduated from the St. Stanislaus high 
school and, with a B.S. degree, from 
Auburn University. 

He has been a personal producer and 
an agency supervisor for another large 
life insurance company for the last five 
years. Active in community affairs, Mr. 
Dresher is a member of the Junior 
Chamber of Commerce, Masonic order, 
Life Underwriters Association, and is a 
vestryman in the Episcopal Church of 
the Advent, 





Johnson & Higgins Names 
Rohn Ass’t Vice President 


Richard M. Rohn has joined Johnson 
& Higgins of Illinois, international in- 
surance brokers and employe benefit 
plan consultants, as assistant vice presi- 
dent in charge of its Group life and 


pension department, Paul M. ‘Corbett, 
president, announced. Mr. Rohn has 
been associated with J. & H. in New 


York as a senior account executive. He 
had been director of Group sales in Bos- 
ton for the New Eng‘and Life prior to 
joining J. & H. 

Mr. Rohn’s 17 years’ experience cov- 
ets many facets of the insurance in- 
dustry with special emphasis on the 
employe benefit field. He holds an LL.B. 
degree from Kent College of Law and 
Was admitted to the Illinois Bar in 1946. 
He holds a B.A. degree from the Uni- 


versity of Chicago, school of business 
administration, 

Daring World War II, Mr. Rohn 
served in the Air Force. In 1951 he 


Was recalled to service. Following his 
discharge from the Air Force in 1953 
a8 a major, Mr, Rohn joined New Eng- 
land Life as the Chicago district Group 
Manager of life, accident and_ health, 
and pensions. His territory included the 


nine midwestern states of Illinois, In- 
oun, Michigan, Wisconsin, Minnesota, 
Owa, Missouri, Kansas and Nebraska. 





Franklin Sales Up 19% 


With $105,107,416 of new sales gon 
June, Franklin Life, Springfield, IIl., 
Ported a 19% increase over the ame 
month last year, A 61% expansion in 
‘id production for the first half of 
was registered, according to Presi- 


dent Chas. E. Becker. 


James A. Peirce Addresses 
Radcliffe College Students 


3roadening opportunities in the busi- 
ness world for industrial journalists who 
are verse itile, adaptable and willing to 
locate in areas of economic growth, 
were predicted ‘by James A. Peirce, at 
the Summer Course in Publishing Pro- 
cedures at \Radcliffe College this week. 

Mr. Peirce, who is director of pub- 
lications for the John Hancock, and 
placement director for the Massachu- 
setts Industrial Editors Association, 
said that in future years, the industrial 
communicator is going to be faced with 
an increasing intellectual pace of a more 
highly educated business world. “As _ his 
fellow employes raise their level of 
knowledge, the communicator must do 
the same,” he said. “As the complexities 
of the successful business increase, so 
must the editor increase his own ability 
to cope with them.” 


Home Life Names Thomas 
Manager at Rockford, IIl. 


Home Life of New York, has an- 
nounced the appointment of George L. 
Thomas as manager of the company’s 
Rockford, Ill. agency. Mr. Thomas 
joined Home Life as a field underwriter 
in the company’s Buffalo, N. Y. agency 
in 1953. In 1955, he was appointed as- 
sistant manager in Buffalo and two 
years later was made agency field as- 
sistant in Home Life’s New York home 
office. Since January, 1958 Mr. Thomas 
has been active in agency management, 
most recently as associate manager of 
the company’s Cleveland agency. 

A graduate of Culgate University, Mr. 
Thomas is active in alumni affairs. He 
served with the Marine Corps during 
World War II and the Korean conflict 
and was discharged with the rank of 
captain. 














JOHN A. NEWMAN 





JOHN A. NEWMAN AGENCY 


General Agents 
130 William St., New York 38, N. Y. 


NATIONAL LIFE 
VERMONT : 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


Fifth Dividend Term Option— Cash Value Ins. 


WO 2-2163 





ABE EISEN 




















JO NS OCCIDENTAL OF CAL. 

Occidental Life of California has 
opened a new branch utkas in Indian- 
apolis and appointed George F. Rich- 
wine brokerage manager in charge of 
the office. Mr. Richwine has been in the 
insurance business since 1955 and joins 
Occidental after a two-year association 
with American Life of New York in In- 
dianapolis as life superintendent for In- 
diana. 

A native of 


Indiana, he attended In- 


diana University and served in the Navy 


for four years with Naval Intelligence. 





1960 


ound U TH YEAR 
OF PUBLIC 
SERVICE 


Sun Life of Canada 

has paid out $3 billion 
to policyholders and 
beneficiaries since 1871 
when the Company’s first 
policy was issued. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 


One of the great life insurance companies of the world 
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Nashem Agency Supervisor 


RICHARD H. MAYER 


Nashem, general agent, Canada 
Life Assurance Co. announces the ap- 
pointment of Richard H. Mayer as 
agency supervisor, 

Mr. Mayer started with 
New York in 1954 in Hartford. In 1955, 
he was “Rookie of the year” as leading 
first year salesman. In 1956, he lead the 
agency in production and lead the com- 
pany for all second year representation 
in production and lives. He was élected 
president of the Field Underwriters Club 
in Connecticut for the agency. He joined 
Home Life as assistant manager. in 
Westport, Conn. and had a total paid 
for personal in all companies of $2 
million in three years as assistant man- 
ager. In 1958 and 1959he devoted his 
time to recruiting, training and selecting 
of 16 new men. 

Since joining the Lee Nashem Agency 
Ltd., he has paid for over $500,000 per- 
sonally as well as top production from 
others in his unit. 

Mr. Mayer attended Wesleyan Uni- 
versity and served as a first lieutenant 
with the infantry in Korea, He is a 
graduate of the advance ed training course 
in tax and business insurance and is 
presently studying for this CLU designa- 
tion. He is a member of the New York 
City Life Underwriter’s and a member 
of the Westchester Country Club. 
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Gerald Rosner 


GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 





Brokerage Supervisor of 


B. L. Frischman Agency 





STUART SAUNDERS 
Bernard L. Frischman, general agent, 
New York, of Manhattan Life, has an- 
nounced the Stuart 
Saunders as brokerage supervisor. 

Mr. Saunders received his initial life 
insurance training as a field underwriter. 
Prior to that he was an accountant with 
Eisner & Lubin, New York. 

A native of Brooklyn, Mr. Saunders 
is a graduate of New York University. 


appointment of 


H. G. Penn at Fort Worth 


Homer G. Penn, formerly assist: ant 
manager of Northwestern National Life’s 
North Texas agency at Dallas, has been 
named manager of the company’s dis- 
trict agency at Forth Worth, while Ervin 
J. Gatens, formerly a supervisor in the 
firm’s Pacific division at Portland, has 
been named to head the Gatens district 
agency at Redwood City, Calif. 





Lincoln National H. O. Changes 


An appointment and three advance- 
ments at Lincoln National Life have 
been announced by Walter O. Menge, 
president. 

Dr. William Waterfield, Jr. has been 
appointed to the company’s medical de- 
partment; Rudy F. Roof, Jr. has been 
named Group sales manager; Thomas G. 
Thornbury has been promoted to as- 
sistant counsel; Paul E. Snyder has 
been named senior planning analyst. 

Dr. Waterfield joins Lincoln Life fol- 
lowing his release from the Army where 
he served as captain and medical of- 
ficer for an artillery battalion in 
Darmstadt, Germany, for 30 months. The 
son of a prominent Fort W ayne realtor, 
Dr. Waterfield was graduated as a four- 
year honor roll student from South Side 
High School. He received his Doctor of 
Medicine Degree from the University 
of Pennsylvania Medical School where 
he was a member of the Nu Sigma Nu 
fraternity. Earlier, he attended Swarth- 
more College, where he received his 
Bachelor of Arts Degree in English 
Literature and was. a member of the 
Delta Upsilon fraternity. 

Mr. Roof, who joined Lincoln Life 
in 1954, has served successively as re- 
gional Group manager in the company’s 
southwestern Group office and as joint 
regional Group manager in the Chicago 
Group office. In his new position as 
Group sales manager, he will assist in 
the hiring and training of managers for 
LNL’s present and planned Group offices 


in various parts of the country. He is 
a graduate of the University of Dayton 
where he received his Bachelor’s de- 
gree in Business Administration. Prior 
to becoming associated with the com- 
pany, Mr. Roof served three years as 
a first lieutenant with the Army’s Far 
Eastern Command. 

Mr. Thornbury joined Linco'n Life 
as an attorney following his graduation 
from the University of Michigan Law 
School where he received has Bachelor 
of Laws degree. Previously he was 
graduated from Miami University of 
Ohio with a Bachelor of Science De- 
gree in Mathematics, and subsequently 
he served as a lieutenant in the Naval 
Supply Corps. A member of the In- 
diana State and Allen County Bar As- 
sociations, Mr, Thornbury is also ac- 
tive in the Young Lawyers Forum as 
well as the Fort Wayne Estate Plan- 
ning ‘Council and has been admitted to 
the Bar in Indiana and Michigan. In 
addition, he is a director of the Lin- 
coln Life Employes Federal Credit 
Union. 

Mr. Snyder became a member of Lin- 
coln Life’s Group insurance department 
in 1951 when he was appointed super- 
visor. Five years later he was trans- 
ferred to the company’s planning de- 
partment as a planning analyst. A na- 
tive of Fort Wayne, Mr. Snyder was 
graduated from South Side High School 
in 1946 and received his BSC in Ac- 
counting from the International Busi- 
ness College. 





- Massachusetts Mutual’s Message on Right to Vote 
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YOUR VOTE - 


























A priceless possession in the U.S.A. — our heritage to 
preserve and perpetuate in the American tradition. 


You cannot buy it nor sell it — lend it nor borrow it. 


YOUR VOTE is YOU — democracy in action. 
YOUR VOTE is powerful —- make sure it represents YOU 


by studying the issues 

by studying the candidates and what they stand for 

by THINKING to anticipate the results of your vote, 
not only for yourself but for generations to follow you, 
and for the majority of citizens in the country. 


YOUR VOTE must be properly cast — 


take care to follow voting instructions 
mark the ballot carefully 
operate the machine properly. 


(Don’t be embarrassed to take time to make sure your precious vote 


is cast properly.) 


In this election year of 1960, whatever you think and believe, be 
sure to express YOUR choice among men and issues. 





| votre: | 





URGE others to THINK and then VOTE! 


MASSACHUSETTS MUTUAL 


Life Insurance Company 


SPRINGFIELD. MASSACHUSETTS * ORGANIZED 1651 
Massachusetts Mutual Life is enclosing with its premium notices to tote. 


holders a special message on the right to vote as a 


is reproduced herewith. 


“priceless possession,” whic! 


This is copyrighted by Massachusetts Mutual Life sag 


ance Co. and is reproduced with permission. 
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CHOICE 
POSITIONS OPEN 


N. Eng.—Life Sales Mgr. $15,000 
East—Life Actuary 15,000 
South—Group Actuary 14,000 
M. West—A&H Undr. Manager 12,000 
M. West—A&H Training Dir. 11,000 
M. West—A&H Sales Supv. 11,000 


N. Eng.—Life Trainer/Recruiter 11,000 
East—Gr. Pension Dept. Adm. 10,000 
East—Life Group Brokerage Mgr. 9,000 
M. West—Life Underwriter 7,200 
Northwest—Group Supv. 7,000 


Other openings covering Fire— 
Casualty—Life—A&H in all sec- 
tions of the country are in our 
listings. Write for "HOW WE 
OPERATE." 
register. All inquiries given con- 
fidential handling. 


No obligation to 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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Father, Son Qualify for 
Million Dollar Round Table 


Byron K. Elliott (left) president of 
John Hancock Mutual Life, congratu- 
lates Leonard A. Goodman, Sr., (right) 
and his son, Leonard A. Goodman, Jr. 


(center). 


For the first time in John Hancock 
Mutual Life’s 98 year history a father 
and son have qualified for the Million 
Dollar Round 
Goodman, general agent for John Har 
cock at El Paso, Texas, and his sot, 
Leonard A, Goodman, Jr. both achieved 
that distinction as members of the 1% 
MDRT. Shown above congratulating 
the pair is Byron K. Elliott, presiden! 


of John Hancock Mutual Life. 


Table when Lecnard A 
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Theo. Heckel Honored 


Theo. Heckel, left, receives scroli from 


resident P. W. Watt. 


appreciation the prevail- 


at a recent ceremony held 


Mutual was 
ing sentiment 
in the Evanston home office of Washing- 
ton National Insurance Co., when Theo. 
Heckel, vice president in charge of the 
company’s Group department received 
an embellished 
Paul W. Watt. The 
Heckel marked .a dual occasion: his 
35th year with Washington National, 
and tie successful culmination of a spe- 
cial “Hustle for Heckel” sales campaign 
conducted by the Group field sales rep- 
resentatives. 

re | ’ 
The scroll, saluting Mr, Heckel’s 
leadership, bore the signatures of 68 of 
these Group field representatives who 
had procured their quotas of new busi- 
ness in the nation-wide campaign. 

Mr. Heckel, a graduate of Hebron Col- 

+ 8 A 

lege, Nebraska, worked in casualty 


President 
Mr. 


scroll from 


tribute to 


claims and casualty underwriting upon 
frst joining the company. Later he 
handled a large Group territory and 


assisted in closing and installing Groups 
in various sections of the country, In 
193 he was named vice president in 
charge of the Group department. 


Albert L. Hall Retires 
From Berkshire Life 


ALBERT L. HALL 


The resi: gnation, effective July 18, of 
Albert L. Hall as vice president and gen- 
etal counsel of the Berkshire Life was 
amnounced this week ‘by W. Rankin 
urey, president. ; 

Mr. Hall joined Berkshire Life in 1937 
4 an attorney. In 1945 he was named 
‘ounsel; in1952, general counsel and in 
1954, vice president and general counsel. 


U. S. Life in Alabama 

The admission of United States Life 
to Alabama has been announced by the 
company’s president, Raymond H. Bel- 
knap. 

United States Life, 
40 states and several foreign countries, 
announced earlier this year that total 
life insurance in force exceeded $1.5 bil- 
lion for the first time in the company’s 
history. 


now operating in 





Best’s 1960 Recommended 


Life Insurance Companies 


The 1960 edition of Best’s ‘Chart of 
Recommended Life Insurance ‘Com- 
panies, covering the 263 life insurance 
companies which Best recommends, has 
just been published and is ready for 
immediate delivery. 

3ound in handsome fabrikoid, pocket- 


size, the Chart clearly shows the prin- 
cipal items from each company’s finan- 
cial statement, together with essential 
operating ratios, of the 263 life insur- 
ance companies which receive Best’s 
recommendation. 

Priced at $3 each, copies may be 
ordered from the Alfred M. Best Com- 
pany, New York, or from its branch 
offices. 


General American Life 
Group Appointments 


General American Life has announced 
appointments of Group representatives 
in its San Antonio and Houston district 
Group offices. 

Dan A. Bench, who joined the com- 
pany in 1955, will work with San Antonio 
district Group manager, Ernst H. Ven- 
verloh. Mr. Bench served with the 
Marines from 1956 until recently. He is 
graduate of the University of Missouri. 

John E. Gossett has joined General 
American Life in association with Hou- 


ston district Group manager Hal Doder. 
A graduate of Texas A. & M. University, 
Mr. Gossett had previous life insurance 
sales and management experience with 
American General and with Mutual Of 


New York. 





ASS’T BROKERAGE MANAGER 


Robert L. Andrews, Jr. has been an- 
a assistant brokerage manager in 
Houston branch office of Occidental 
Life of California. Mr. Andrews entered 
the insurance business in 1956 with Pru- 
dential and was a special agent for the 
company in Houston prior to joining 
Occidental, 


U. S. Life Names Freeman 
Rome, N. Y., General Agent 


Gordon E. Crosby, Jr., vice president 
and director of agencies for United 
States Life, announced the appointment 
of David C. 


Freeman, general agent, in 


Rome, N. Y. 

Mr. Freeman entered the insurance 
‘business in 1954, when he joined the 
General Insurance Co. of America as 
special representative in upper New 
York State. Since 1958, he has been 
associated with the Stanley Rebciz 


Agency in Rome. 





Northwestern National 


Names Lewallen, Dualap 
Daniel Y. Lewallen and Billy Dunlap 
have been named district managers for 


Northwestern National Life at Win- 
field, Ka tnsas and Dallas, Texas, re- 
specti ve: ly. 


Both men will be responsible for de- 
veloping sales and service facilities in 
their respective areas. Mr. Lewallen will 


work under Herbert Ihde, manager of 
the firm’s Kansas agency at Wichita, 
while Mr. Dunlap will be under Dave E. 


Kesling, manager of the company’s north 
Texas agency at Dallas. 








WHO? 


WHY ? 


SO CANADA LIFE GIVES PREFERENTIAL RATES — 


WOMEN! 


THE PREFERRED CLASS! 


THEY LIVE LONGER! 


THE SAVINGS ARE PASSED ON TO THE POLICYHOLDERS 


FOR EXAMPLE — 


The premiums compare as follows for $5,000 Sum Assured 


At Age 25 


Life Paid-up at 90 WOMEN’S PREFERRED LIFE 


(men, participating) 
$ 90.65 
120.15 
171.15 


35 
45 


(participating) 
$ 85.80 
113.25 


156.90 


Of course the premiums for higher amounts are lower. 


IF YOU WOULD LIKE TO RECEIVE OUR BROXERAGE BULLETINS, JUST DROP US A LINE. 


“ CANADA LIFE 





Cftesurance Compan any 


Home Office: Toronto, Canada 


A MODERN COMPANY 113 YEARS OLD 
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Metropolitan Life Officers 


Philip 
Willard W. Peck have been appointed 
f Metropolitan Life — Mr. 
Briggs as assistant actuary and Mr. 


sriggs, Elles M. Derby and 
officers of 


Derby and Mr. Peck as assistant per- 
sonnel officers. 

Mr. Briggs formerly was an actuarial 
consultant, while both Mr. Derby and 
Mr. Peck were assistants to the per- 
sonnel officer and members of the com- 





ELLES M. DERBY 


pany’s administrative personnel. 
Mr. Bri 


ggs was born in Paris and 
received his 


primary education in 


France, his secondary education at 


WILLARD W. PECK 


Moses Brown School in Providence, 
R. I. and his college training at Mid- 
dlebury College in Vermont. He joined 
Metropolitan as an assistant dividend 
calculator in the Group actuarial di- 
vision in 1948, and was appointed ac- 
tuarial supervisor in 1957. He was ad- 
vanced to associate actuarial consultant 
in the Group underwriting bureau in 
1958, and was appointed actuarial con- 
sultant last January. 

Mr. Derby is a native of Brooklyn 
and is a graduate of the Polytechnic 
Institute of Brooklyn, where he re- 
ceived his degree as civil engineer in 
1928. He later did graduate study in 
civil engineering at ‘Cornell University. 
He joined Metropolitan in 1942 as a 


procedure analyst in the coordination 
division. Advancing steadily through 
positions of increasing responsibility, he 
was appointed manager of the manage- 





PHILIP BRIGGS 


ment education bureau in 1946, and 
was advanced to administrative assist- 
ant in personnel in 1958. 

Mr. Peck has been associated with 
Metropolitan since 1930, when he joined 
the company as a messenger in the 
Group clerical division. He is a native 
of Oregon, and received his education 
at New York University’s school of 
commerce and also completed courses 
at the New York City College of En- 
gineering, Stevens University, and Cor- 
nell. He was appointed a section head 
in 1940, supervisor of procedure and 
methods later the same year, and after 
three years of military leave during 
World War II, returned to the Metro- 
politan as a divisional personnel rep- 
resentative. He was named senior as- 
sistant to the personnel officer in 1952, 
and in 1958 was advanced to adminis- 
trative assistant in the personnel di- 
vision. 


Best’s 1960 Life Reports 


The 1960 issue (the 55th annual edi- 
tion) of Best’s Life Insurance Reports 
has just come off the press. It is by far 
the most complete ever published, con- 
taining 968 reports on individual life 
companies including 87 which appear for 
the first time, with a record 2,336 pages, 
about 75 more than last year’s edition. 

Best's Life Reports presents to those 
interested, in or out of the insurance 
business, the most reliable and valuable 
information obtainable in the life insur- 
ance field. Individual reports contain 
complete data covering assets, liabilities, 
and operating gains; distribution and 
character of assets including yields, 
significant operating ratios as well as 
general and historical data pertaining to 
the company, Best’s unbiased summary 
opinions are reflected in the reports, 
and where financial positions and results 
achieved are better than the industry 
averages, specific recommendation com- 
ments are assigned. 

Of special interest to the individual 
investor or investment dealer is the 
section, “Shareholders’ Data,” which is 
included for those companies where the 
stock is publicly owned. This data in- 
dicates the proportion of total profits 
that are allocable to the shareholders, 
price range, dividend record and current 
dividend rates, etc. 

Durably bound for heavy use, Best’s 
Life Insurance Reports is priced at $30. 
Copies may be ordered from the New 
York home office of the Alfred M. Best 
Company, or from any of their branch 
offices. 


RESIDENTIAL BUILDING 


Will be Erected by New York Life in 
Fresh Meadows, Queens; 20-Stories 
In Height 
An additional residential building, 20- 
stories in height to contain 279 apart- 
ment units will be erected by New York 
Life at Fresh Meadows, Queens, it was 
announced by General Otto L, Nelson, 
Jr., vice president in charge of housing 
The new completely air-conditioned 
building, scheduled for completion in the 
fall of 1951, will be located near the 
center of a large park area behind the 
community's two 13-story buildings with 
access from 67th Avenue and 192nd 
Street. There will be a 110-car under- 
ground garage attached to the new build- 
ing with a connection to the company’s 

present garage on 188th Street. 
Voorhees, Walker, Smith, Smith and 
Haines, who drew the plans for the 
188 acre community completed 11 years 
ago, are architects for the newest build- 
ing. G. Harmon Gurney, chief architect 
for the housing department, has been 
coordinating plans jor New York Life. 
\'ithough the plans call for much more 
glass than in the present buildings, the 
new structure will harmonize with the 
basic red-brick of the development. 
Fresh Meadows now has 139 residential 
buildings of which 70 are two-story du- 
plex, 67 three-story and two 13-story. 
The building will be of fireproof, re- 
inforced concrete construction. General 
contract for construction has been 
awarded to the George F. Driscoll Co. 
Ground-breaking is expected to take 
place before the end of this month. 


Ohio State Life Sales Kit 


A new program is now underway to 
educate and train leading fieldmen of 
the Ohio State Life in the techniques 
and procedures of total needs selling. 
Qualified Ohio State Life underwriters 
will learn to analyze insurance needs 
and recommend a complete “Security 
Survey” insurance program. 

Training and educational materials de- 
veloped for this service culminate better 
than three years of study and work, and 
are believed to be one of the most com- 
prehensive ever produced for total needs 
selling. 

Author of much of these materials is 
James C. McFarland, CLU, of Cincin- 
nati, long recognized as an authority in 
the field of total needs selling. 

The “Security Survey” materials were 
introduced to field leaders at regional 
meetings held throughout the country 
during the latter part of June. 

The training materials include five 
major pieces. The first, a booklet en- 
titled, “Total Needs Selling In Its Proper 
Perspective,” explains the essential con- 
victions, objectives, approaches and men- 
tal preparation necessary for this type 
of selling. 

A training guide for handling the in- 
terview and covering the required office 
work is also included in the kit along 
with an actual case worked out booklet 
plus a book sample forms covering the 
step-by-step procedures used in_ total 
needs selling. 

Fill-in forms have also been developed 
as an aid in making a complete “Security 
Survey” proposal for the prospect. 


Regional Group Manager 

James O. Richards was recently pro- 
moted to regional Group manager for 
Life Insurance Co. of North America in 
San Francisco. His promotion was an- 
nounced by John J. Quinlan, manager 
of Group sales. 

Mr. Richards entered the insurance 
business in 1952 as an agent with Great- 
West Life in Dallas’ In 1956, as Group 
supervisor he transferred to the San 
Francisco office of Great-West Life, 
where he remained until joining Life of 
North America in 1958. 

In his present position as regional 
Group manager, he is responsib!e for 
coordination of Group activity and sy- 
pervision of Group personnel in the 
western region. 


New Low Rates, Form 
By Peoples-Home Lif. 


FRANKFORT, IND. CO. POLICigs 


Affiliate of the Home Insurance Co. of f 


New York, Announces Number of 
Major Features 


New low rates, new policy 


torms, and 
new sales 


materials have been ap. 
nounced by Peoples-Home Life Ingy. 
ance Co. of Frankfort, Ind. 

A feature of the new lower rate 
structure is the policy fee method wit 
the popular “savings factor” of a pro- 
gressively lower factor per thousand 
the amount of the policy increases, 4 


second feature is special low rates fo; 


Some of the Sales Promotion Matera 
Available from the Peoples-Home Life 
Insurance Co. of Frankfort, Ind. 


women on all Peoples-Home plans. Th 
new rate book provides maximum flex 
ibility in tailoring plans to meet tl 
needs of more prospects than ever be- 
fore; a guaranteed insurability optic 
may be attached to most policies and 
new non-medical rules apply to policies 
up to $25,000 for ages 10 to 30. 
Peoples-Home is also introducing tw 
new policies, the 7-year Term Conver- 
tible Plan and the 7-Year Term Renevw- 
able and Convertible Plan. Applications 
for these and for all other Peoples-Home 
policies are now made on one new 4f- 
plication form which combines and sin 
plifies six earlier forms. 
New Sales Materials 
The “new look” extends to new sas 
materials which Peoples-Home repre 
4 . S " he 
sentatives will be using to help sell the 
latest features in the industry. Attrac 
tive folders and rate cards of all types 
from four-color process to two colots 
are already in use by the field force 
New proposal sheets, file folders, an 
other promotional pieces have beet 
freshly designed and produced to sup 
port current sales plans. : 
The Peoples-Home association wi 
brokers has been newly implemented by 
provisions for service fees and for Grou 
life insurance, Group hospitalization, al 
attendance at company conventions. 5p 
cial sales materials have been designe! 
for helping brokerage managers rea 
broker prospects and all sales materia» 
mentioned earlier are, of course, aval 
able to brokers offering Peoples-Hom 
policies. . . 
Peoples-Homeé is a legal reserve stot 
company which celebrated its frtel’ 
anniversary in 1957. It is affiliated wi! 
the Home Insurance Co. of New Yor 
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IT CAN 
MEAN 10 
YOU 





OMEDAY you may wear this key and when you 
do the initials C.L.U. will appear after your 
name in print—on your business card. 

It’s a very important designation, that of Char- 
tered Life Underwriter, and you earn it by proving 
that you qualify by experience, moral character 
and by long and thorough study of insurance and 
its many allied subjects. 


In order to earn your key, you must have passed 
demanding examinations in all forms of life and 
health insurance as well as in related areas of law, 
taxation, economics and finance. 


This means that the American College of Life 
Underwriters has found you qualified to give insur- 
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ance advice and service precisely shaped to your 
clients’ needs—to solve complex problems of busi- 
ness and group insurance. 


Each year, more and more experienced life un- 
derwriters study for the C.L.U. designation. They 
do it because they are proud of their profession, and 
want to bring an ever higher degree of competency 
and skill to it. 


Metropolitan Life 
INSURANCE COMPANY 
A MUTUAL COMPANY 
1 Madison Ave., New York 10, N.Y. 
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General Agent Phila. Area 
For Kansas City Life 





WILLIAM CAMPTON 


Kansas City Life has appointed Wil- 
liam Campton general agent for Bucks, 
Chester, Delaware, Montgomery and 
Philadelphia counties. Pennsylvania, and 
Atlantic, Burlington, Camden, Cape 
May, Cumberland, Gloucester and Salem 
counties, New Jersey. 

Mr. Campton, a native Philade'phian, 
attended high schools there, and Phil- 
adelphia Textile Institute, where he was 
a chemistry major. He has had nearly 
10 years’ experience in life insurance, 
as a personal producer, manager, super- 
visor and assistant general agent 

An active member of the Philadelphia 
Association of Life Underwriters, Mr. 
Campton has been a member of its 
supervisors’ group and executive com- 
mittee; co-chairman of the Philadelphia 
LUTC and is active in the Philadelphia 
area Presbyterian church program. 


NEW SALES PROGRAMS 


Introduced by Midland Mutual Life at 
1960 Convention Held at Lake 
Placid, N. Y. 

Five major new merchandising pro- 
grams were unveiled during the 1960 
national convention of Midland Mutual 
Life at Whiteface Inn on Lake Placid, 

we 
These tools were announced to con- 
ventioneers. . .. 

Mail-O-Matic, a completely new 
prospecting letter service involving both 
Action or reply-type letters and person- 
alized pre-call messages. 

“Aids for Agents,” a kit containing 
some 30 different prospecting and pres- 
tige-building helps, including a compre- 
hensive telephone approach guide. 

“Comprehensive Income Security,” a 
sales presentation combining both life 
and non-cancellable accident & sickness 
disability income protection. 

The “Compensator,” an insured 
ings plan presentation 

Two new additions to the company’s 
“Motivator” audio-visual sales kit 
“Key to Security,” a combination life 
and A. & S. film; and “Income Security,” 
an A. & S. presentation. 

Other Midland Mutual convention 
highlights included addresses by guest 
speakers Dr. Davis W. Gregg and Hal 
Nutt and recognition of field leaders by 
company President C. O. Sullivan. Seven 
new members were inducted into the 
Millionaires Club, composed of represen- 
tatives with more than a million dollars 
of life insurance in force, and eight Mid- 
landers previously qualified for this 
honorary group advanced to higher in- 
force levels. Cecil H. Mechem, Mt. Ver- 
non, Ohio, received a diamond pin de- 
noting 30 years of service with the com- 
pany. 


Sav- 


headquarters has been in Omaha, from 
where he served as regional training 
supervisor in the company’s 11-state 
central sales region. Previously he had 
served as a supervisor in the Omaha 
agency until his appointment as re- 
gional training supervisor last year. 

A veteran of World War II, Mr. Hud- 
son is active in community and fraternal 
affairs. He was educated at Whittier 
College, Whittier, Calif. 


Paul Revere Life Names 
Hudson in Sioux Falls 


Douglas M. 
associate 


Hudson has been named 


general agent of the Sioux 
Falls agency of The Paul Revere Life. 
Mr. Hudson joins Lee McCahren, gen- 
eral agent in South Dakota for the com- 
1930. Mr. McCahren is to 


retire at the end of the year. 


pany since 

In his new position, Mr. Hudson will 
also serve as associate general agent for 
The Massachusetts Protective Associa- 
tion, Inc., parent company of The Paul 
Revere. 


Mr. Hudson joined The Paul Revere 
in 1948 as an associate of the company’s 
Omaha agency. For the past year his 











GENERAL AGENTS WANTED... 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 





A Few Reasons Why 


1—FAMILY GROUP PLAN—Maximum protection 


at amazingly low cost. Covers entire family plus new arrivals. 


2—WIFE 20-YEAR TERM RIDER— issued up to 
$250,000—50°/, of husband's insurance. If husband dies or is 


disabled wife's premium is waived. All these benefits, wife age 
30—$7.00 per $1,000 annually. 


3—INCREASING PROTECTION PLAN— 


Terrific package for top income groups. 


4—FAMILY INCOME POLIC Y—optionally used 


as rider or as individual policy. 


5 — Complete line of very competitive policies including Whole 
Life at 95, Paid Up at 65, Annual Renewable Term, Quadruple 
Protection, 15 Pay Life, Term to 65, plus an unusual investment 
plan. 


Over 1/3 Billion Insurance in Force in 8 Years 


KEY OPPORTUNITIES 


In North Carolina, Virginia, Georgia, 
Pennsylvania, New Jersey and Michigan. 


Next Convention — Eden Roc Hotel 
Miami Beach, Florida — Nov. 3-7, 1960 


Write or Wire: 
JAMES B. SISKE, 
Vice President and Director of Agencies | 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY of FLORIDA 


600 Brickell Avenue, Miami 32, Florida 


JAMES G. RANNI 
Chairman of the Board 


R. KIRK LANDON 
President 
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MYRON M. SIGATY 


Myron M. Sigaty has been appointed f 


assistant secretary in the mortgage loan 
department of The Travelers. — 

At the same time, it was announced 
that John A. Resony, assistant. secre- 
tary, accident and Group actuarial de. 
partment, has been transferred to the 
Group department as assistant secretary 

Mr. Sigaty received his B.S. degree 
from South Dakota State ‘College and 
prior to joining The Travelers he taught 
agriculture in the Jackson, Minnesota 
school system. He joined the company in 
1951 as a mortgage loan representative 
in Worthington, Minn. and in 1953 came 
to the home office in the mortgage loan 
department. 


Lincoln National Names 


J. J. Sheehan in St. Paul 


Appointment of James J. 
general agent in St. Paul, Minn., for 
Lincoln National Life has been an- 
nounced by Henry W. Persons, vice 
president and director of agencies. 

Mr. Sheehan joined Lincoln Life and 
L. M. Elling & Associates, Minneapolis, 
in 1956 following nine years of life in- 
surance selling and has served success 
fully as an agent and agency supervisor 





Sheehan as 


prior to his appointment as_ general 
agent. He thas earned membership in 
several of Lincoln Life’s national sales 


honor clubs as well as being selected 
as “agent of the year” for his agency 
in 1957. Prior to entering life insurance, 
Mr. Sheehan was a training instructor 
for the Dale Carnegie Sales Course 
throughout most of the United States 
and Canada. 

A native of Minneapolis, Mr. Sheehan 
was graduated in 1951 from the College 
of St. Thomas where he received his 
Bachelor of Arts degree in Sociology. 
Active in sports during ‘his high schoo 
years, he established a 440 yard-dash 
record which remained unbroken for 
fifteen years. During World War II he 
served with the Army in the South Pa 
cific and is a member of the Veterans 
of Foreign Wars and the Disabled 
American Veterans organization. 


Approve Capital Increase 

Stockholders of First National Life, 
Phoenix, Ariz., have voted to increase 
authorized capital to $10 million. Present 
outstanding capital is $920,000 and stock 
is held by 12.000 stockholders residing 
in 45 states. This action took place até 
stockholders’ meeting held at the home 
office by a vote of 78.5% of the out 
standing stock. 

The new authorized capital will enable 
the company to issue First National Life 
stock in exchange for other stock whet 
acquiring other life insurance companies 

First National. Life is now licensed 
15 states and has already started cor 
struction on a regional office in Fayette 
ville, N. C., for the eastern states. 
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Manager Chicago Branch of 
Occidental Life of Calif. 


J. EDWARD CARNAL 


], Edward Carnal has resigned as sec- 
i vice president for Occidental Life of 
Calif. to become manager of the com- 
pany’s La Salle Street branch office in 
Chicago. He succeeds the late John L. 
Gillstrap as manager. 

Mr. Carnal returns to the field force 
after serving in Occidental’s home office 
since 1942. Entering the life insurance 
business in 1931 as a personal producer 
with Union Central Life, he joined Oc- 
cidental in Kansas City in 1936. He held 
a number of important positions in the 
company’s midwest operations, including 
field assistant and brokerage manager in 
Chicago from 1938 to 1942, before joining 
the home office staff. 

He was appointed assistant home office 
brokerage manager and later became 
home office brokerage manager. He was 
promoted to Western and Southern di- 
vision manager in 1951, named superin- 
tendent of agencies in charge of admin- 
istration in 1952, and elected second vice 
president in December, 1957, Mr. Carnal 
isa native of Kansas and a graduate of 
the University of Kansas. He served as 
a Naval officer during World War II. 





Paul Revere Life Appoints 


Connelly and Hawkins 


_ Olan G. Connelly and W. Odell Hawk- 
ins have been named general agents of 
the Paul Revere Life. Mr. Connelly 
will establish a new agency in Mobile, 
Ala) Mr. Hawkins will reactivate a for- 
mer agency in Little Rock, Ark. 

For the past year Mr. Connelly has 
made his headquarters in ‘Charlotte, 
. C, while serving as training super- 
visor in the company’s nine-state south- 
ttn region. He entered the insurance 
business in 1952 and served in both sales 
and management capacities prior to join- 
ing the Paul Revere in 1956 as a per- 
sonal producer in the company’s Ashe- 
ville N. C, agency. Subsequently he 
served as a supervisor in the Asheville 
agency until his appointment as_ re- 
gional training supervisor last year. 

Mr. Hawkins has been associated with 
the Paul Revere since 1953. For the 
Past year and a half he has served as a 
raining supervisor in the company’s 
'en-state southwestern region with 
headquarters in Dallas. ‘Previously, he 
Nad served as an agent and as agency 
Supervisor in the company’s Oklahoma 





| als 


Ity agency, 

nN their new positions, both men will 
© serve as general agents for the 
Massachusetts Protective Association, 
ae., parent company of the Paul Revere. 


Colonial Employes Honored 

Two home office employes of The Co- 
lonial Life of America were honored 
at a Spinners Society luncheon in East 
Orange, N. J. The Spinners Society is 
a Colonial Life employe organization of 
active and inactive members with a 
minimum of 25 years of service. 

The two employes honored were: Ella 
J. Mac Donough, East Orange; and 
Margaret T. Miriello, Jersey City. Miss 


Mac. Donough who retires from the com- 
pany after 39 years of service started 
with the Colonial in the claim depart- 
ment in 1920. She has been associated 
as claim approver with the company. 
Miss Miriello, supervisor of the central 
files division marks her 35th anniversary 
with the Colonial. She started with the 
company in 1925 as a file clerk and in 
1946 was promoted to supervisor of 
the central files. 

President Richard B. Evans presented 
gifts to Miss Mac Donough and Miss 
Miriello. 


PROMOTE GEORGE E. COX 

Paul Seltz, vice president, Group di- 
vision, National Travelers Life, an- 
nounced the promotion of George E. 
Cox, Des Moines, to resident manager, 
Group division for eastern South Dakota. 
He will make his headquarters at Sioux 
Falls. 

Mr. Cox has been a life-long resident 
of Des Moines. He attended Grandview 
College and graduated from the State 
University of Iowa in 1955, 
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That’s how it is every time you sell 
GUARANTEED INSURABILITY! 
With Security Mutual’s new Insurabil- 
ity Rider, you’re making future appoint- 
ments—bona fide sales appointments! 
Now you can guarantee your young 
clients the privilege of future insurance 
purchases, without evidence of insur- 
ability, when you write Permanent Life. 


Here’s how. 


When your prospect buys Life Cover- 
age, point out the benefits in maintain- 
ing his personal insurability. No matter 
what the status of your client’s health 
or occupation on his purchase option 

SF dates, you can increase his insurance 
protection! (Up to $10,000 every 3 years 


% to age 40.) ~ 


security mutu, 


Richard E. Pille, President. 


Harland L. Knight, Agency Vice President. 








this plan.. 


Emphasize the solid family security of 
. the personal estate building 
features... the all-around safety. You'll 
have him for life! (And as a friend, too.) 

Take a look at these low-cost S-M In- 
surability Rider benefits. They’ll gener- 
ate high repeat sales for you! 


No Health, Occupation Restrictions 


Standard Rates Always in Effect 


No Medical Examination Required 
Purchase Credits on First-year 
Premiums 


Sell the Modern Approach to Insur- 
ability — Sell Security Mutual! Contact 
your Security Mutual General Agent 


today, or write 


| life insurance company 


80 EXCHANGE STREET, BINGHAMTON, N. Y. 















THE EASTERN 














PRODUCTION 








. July 22, 1% 
UNDERWRITER 

—— 
. . ° tan. The idea was bor het ’ 

Northwestern Mutual Parsons, Sullivan to Talk Guardian Life 1 gy wane Bie: “ad os ido 
Sales Up $70 Million At NALU Annual Meeting cissisaia Silk Oe 3 “7 radeon gg Lowes Mankats 

aaa Harold Parsons of Los Angeles, a first page news by recommendin i 

‘ iding a 

CLUB LEADERS ition dollar-plus producer on 24 oc- Guardian and Home Life are still in a “ers bar ig a pee plan for “a 

: 4 casions and national leader of The business today. anhattan r cLain was preside: 

Awards | will be Made at Meeting of i eS ae SaNPEAE™ ok i In 1873 the company liberalized its of New York Chamber of Commerc 
Association of Agents to be Held Travelers for 13 years; and Frank E. ; 1 y th ; SD 

In Milwaukee July 25-27 Salliv. CLU sd eae we hae contracts and its historian says that at the time. 
— . en Saw, Sey See that time it was the only company issu- Became Mutual Company in 1925 
American United in South Bend, Ind., ing absolute policies, non-forfeitable and 


National sales of the 
Northwestern Mutual 
agents’ year ended May 31 were a rec- 
ord-breaking $873,413,000, exceeding the 
previous year by more than $70 million. 

Production leaders whose outstanding 
records contributed to the 103-year-old 
firm’s sales record will be cited by Rob- 
ert E. Templin, director of agencies, at 
the 80th annual meeting of the Associa- 
tion of Agents of NML in Milwaukee, 
July 25-27. 

Annual awards made 
sociation of Agents system of honors 
will go to 121 agents who had sales 
of over $1,000,000, 108 over $750,000, and 
295 over $500,000. In the three top pro- 
duction clubs, the number of members is 
at an all-time high, with 524 qualifiers 
against 458 in 1959. 

In the New Agents’ group, Mr. Temp- 
lin pointed out, the number of silver 
and gold button winners also set a 
record with a total of 234 against 188 
in the previous year. The bronze but- 
ton winners—who this year faced re- 
vised and more rigid qualifications — 
totaled 113. 


List Top Honor Winners 


Hugh G 
W. Va., 


leader of 


agency force of 
Life for the 


under the As- 


Thompson, Jr., Charleston, 
took first-place honors as the 
the company in volume with 


sa'es totaling $4,352,152. Others in the 
Top Twenty in volume are John O. 
Todd, CLU, Chicago; Royall R. Brown, 
CLU, Winston-Salem, N. C.; Alden H. 
Smith, CLU, Nashville: J. P. Propis, 
CAS. Butne: H. B. Ruhl, CLU, De- 
troit; O. B. Olsen, Teaneck, N. J.; C. R. 
Robb, ¢ ‘LU, Chicago; R. W. Forker, 


Zanesville, Ohio; P. H. Berger, Chicago; 
F. D. Leete, Jr., CLU, Indianapolis; S. 
F. Greeley, Jr., Framingham, Mass.; H. 
L. Carlsruh, CLU, Milwaukee; J. P. 
Fine, CLU, Richmond; Leonard Mor- 
decai, Boston; A. A. Simpler, Jr., Wil- 
mireston: E. C. Roelscher, Geneva, IIl.; 
J. D. Walter, CLU, Chattanooga; A. A. 
Campbel!, Minneapolis; and Joe Thomp- 
son, Jr., CLU. Nashvi le. 

Sidney F. Greeley, Jr., Framingham, 
M: ASS., who insured a total of 151 lives, 
exclusive of employe trust business, for 
£$1,778,893, is the leader in lives for the 
second consecutive year. He thus re- 
tains the presidency of the Marathon 
Club which is composed of agents writ- 
ing 100 or more lives during the agents’ 
vear 


Leaders of Production Clubs 
Special honors are 2warded 
to the leaders in the top production 
clubs who show the best percentage 
of their largest volume in the preceding 
three years, and the largest number 
of lives written. This year’s winners 
are: 

Million Dollar Club: J. B. 
a pee Ind., with a 
322.47%, and Fred Smith, 
waukee, with “is lives. 
Million Club: F. E. 
Dodge, Ia., 188.37% 0, 


annually 


Wyatt. 
ratio of 
CLU, Mil- 
Three-Quarter 
Siefer, CLU. Fort 
and W. F. Roude- 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








whose personal production topped $2 
million last year, are the latest speakers 
to be announced for the 1960 annual con- 
vention of The National Association of 
Life Underwriters. The NALU con- 
vention will be held here in the Na- 
tion’s Capital, September 11-16. 
Messrs. Parsons and Sullivan will be 
featured on the traditional Million Dol- 
lar Round Table Hour on the morning 
of September 14, according to MDRT 
Chairman Robert S. Albritton, Jr., CLU, 
Provident Mutual, Los Angles. 





Half Mil- 
Carthage, 
Piepenburg, 


Waterloo, Ia., 72 lives. 
lion Club: W. P. Schlecht, 
Mo., 233.88%, and H. W. 


Reedsburg, Wis., 111 lives. 


Winners in New Agents’ 


bush, 


Group 


Awards of bronze, silver and gold 


buttons are made in the new agents’ 
group. Heading the 74 agents in the 
gold section this year is H. D. Giertz, 


Urbana, IL, with sales of $1,159,000. Mr. 
Giertz also had the greatest percent- 
age of increase over his previous silver 
button production (227.89%). 

Among the 160 agents in the Sil- 
ver Section, P. V. Severin, Richmond, 
was the leader in sales with $1,336,000, 
and A. T. Tetzlaff, Milwaukee, showed 
the greatest percentage of increase over 
his previous bronze button production 
(536.73%). 

Of the 113 agents in the bronze sec- 
tion, the leading producer is P. S. 
Hearst, Chicago, with $915,500 in sales, 
and the runner-up is E. E. Deneault, 
Jr., Greenfield, Mass., with a production 


of $671,150. 


incontestable. 

The Guardian purchased a large build- 
ing at 20 Nassau Street, New York, 
which became its ‘home office from 1884 


to 1911, 
The company ended its first half_cen- 
tury with assets of $43,621,000. More 


than $9 million had been added to its 
accumulated funds for the benefit of 
policyholders. 


Removes to Union Square 
The Guardian in 1911 opened its new 
home office at Fourth Avenue (now 
called Park Avenue South) and Seven- 
teenth Street which is a 20-story build- 
ing. It had sold its old Nassau Street 
building at a profit of $816,382. Only the 
home office of Metropolitan Life was 
farther uptown. It fronted on Union 
Square. In its immediate neighborhood 
was Gramercy Park where lived some 
of the most famous New Yorkers. As 
the company began to find the building 
too small for its growing requirements 
there was some thought of moving 
farther along the mid Park Avenue sec- 
tion with its giant glass skyscrapers. 
Instead it decided to adopt a program 
of greater architectural modernization 
than the old building represented. So 
building was redesigned, altered and the 
company is building an annex to in- 
crease office space by 75%. The plans 
also contemplates the construction of 
four additional floors of 25,000 square 
feet each, 

One of the reasons which motivated 
Guardian to modernize rather than move 
was the gigantic face-lifting program 
which now impends for lower Manhat- 
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NOW Increasing Insurance 


With A Most Unusual Plan Designed Especially For 


¢ DEFERRED COMPENSATION 


DOUBLE CASH VALUE 


ADDED TO FACE AMOUNT OF POLICY 


EXAMPLE - MALE, AGE 40 


Death Benefit prior to age 76* equals: 
FACE AMOUNT OF POLICY 
plus 
GUARANTEED CASH VALUE 
plus 
CASH VALUE EQUIVALENT* PURCHASED BY "FIFTH DIVIDEND" OPTION 


* Based upon 1960 dividend scale and 1960 rates for term insurance option. 


WILLIAM F. KELLY, Mgr. 


MIDTOWN BROKERAGE AGENCY 


PHOENIX MUTUAL LIFE'S 
LEADING BROKERAGE AGENCY 


Suite 604, Chrysler Building 
135 East 42nd St., New York, N. Y. 


YUkon 6-6585 


BARRY ROSENFELD & DON CHANDLER - SUPERVISORS 





In 1925 the Guardian changed to 
mutual company from a stock compar 
The company was finally mutualized ; 
a cost to policyholders said to be amop 
the lowest in the history of New Yor 
Insurance Department. W hen M: 
McLain was president of American Lit 
Convention 18 companies joined the oy. 
ganization including Metropolitan, Py 
dential, New York Life, New Englan 
Life and Phoenix Mutual. 


I 


Cameron Review 


(Continued from Page 5) 


surance will continue to be the only yw, 
to assure it.’ 

Mr. Cameron discussed the current s. 
uation in Group insurance. Among othe: 


things he said: 

“The Group insurance market wil 
grow. I hope its scope can be bette 
defined. Surely it can hardly expect 


retain the preferential treatment NOW et: 
joy ed if it loses sight of the basic reason: 
in which such treatment is grounded, 

“Tt is inevitable that there will be mor 
cases where individual sales are lost ly. 
cause of Group insurance in force. 4: 
the same time, overall, there will } 
more, not less, individual insurance 50 
because while underlying group insurane 
gives the basic protection, individuals sti 
want to see that their families are bette: 
taken care of than the group average 

“Meanwhile more and more insurane 
men will familiarize themselves with ¢! 
ever growing Group insurance marke 
and their work in that field will becom 
productive and renumerative. Just a 
companies must respond to changing con- 
cepts of their scope, so the individu: 
fieldman will have to hecome more ani 
more alert to expanding phases of in- 
surance selling. 

“On the other side of the coin, T se 
renewed faith on the part of life insur 
ance men in real, permanent, cash-value- 
building life insurance. The doubts lif 
insurance men themselves seemed to by 
experiencing a year or so ago are le 
ginning to fade. People are not as sur 
as they were that everyone can get 
something for nothing and with no risk 
At the same time, interest earnings 0 
life insurance companies have increase( 
and we can see hope of a gradual re 
flection of this in policvholder dividen 
scales. We must be ready for the chang 
in public psychology when it comes, ge’ 
rid of any of our own doubts, and en 
thusiastically press some of the savings 
nlan sales techniques which were so @! 
fective before stock market profits looke! 
easv and interest earnings so wu 
rewarding.” 


so 


LILLIS NAMED ASST. MANAGER 

Tames E. Lillis has been named 2 
sistant manager of Standard Accidents 
home office recording department. He 
joined the company in 1953 and his 
held several sunervisory positions 1 
the recording department since the 
time. 


—————, 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U., INC 


General Agent 


Continental Assurance Company 


32 COURT STREET BROOKLYN 1, N.¥: 
TRiangle 5-7362 
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Jasper, Alberta—More than 800 mem- 
pers of New England Life Leaders As- 
sociation attended the organization’s 
nth annual meeting here during the 


bweek of June 20. The meetings were 
| fivided into two sections, half the Lead- 


ers attending the June 19-22 meeting and 
the remainder June 23-26, The same 


‘jusiness program was presented to both 


‘} sections. 


New 1960-61 officers chosen by the as- 


sociation were: president Charles I. Ly- 


tle, Buffalo; vice president, Benjamin L. 
Stern, New York City (Marks agency) ; 
secretary, Buckley Hubbard, Jr.. Buf- 
jlo; and treasurer, Sidney O. Thomp- 
son, New York City (Huppeler agency). 
“Members of the executive committee 
elected for two year terms were Harold 


'p. Brewster, Providence; Henry E. Col- 
) ton, Charlotte; and William M. Shelton, 


Ir, Los Angeles (Hays agency). 


President Anderson On Economic 
Situation 


Leaders President William Shelton 
opened each meeting by introducing O. 
Kelley Anderson, New England Life 
president, who voiced cautious optimism 
about the state of the nation’s economy 
and life insurance sales. 

“Inventory demand, which has been 
ona roller coaster for several years now, 
is presently in the midst of a rapid 
side from the extremely high peaks 
scaled after the steel strike. Business- 
men, who earlier were crying for steel 
for automobiles or refrigerators, now 
consider themselves overstocked. 

“Resultant cutbacks in their ordering 
rates have been translated by suppliers 
into lower production schedules, and 
this weakness in the industrial sector 
is bringng about a slowdown in the 
entire economy. Not unnaturally, this 
business hesitation has caused fears that 
the current cyclical upswing is over, 
that we are in fact in the early stages 
of another recession,” Mr. Anderson 
said, 

“In my opinion these fears are not 
justified. I expect the present economic 
stall to be followed not by declines but 
by gains at least through the remainder 
of this year and perhaps into early 1961 
This means that sales of in- 
dividual New England Life insurance 
should accelerate and begin to post some 
substantial month-to-month gains,” he 
stated, 


Barker Urges Selling 


Following Mr. Anderson’s remarks, 
lohn Barker, Jr., agency vice president, 
liscussed ways by which an increased 
Proportion of the consumer's savings 
lollars can be captured by life insurance. 
He urged field men to become informed 


Savings 


on public affairs and sell savings as well 


a protection. 

“Don't be restricted to your own orbit. 
Be conversant with political and eco- 
nome trends, so that you can talk in- 
telligently with your neighbors, your 
prospects and your clients—and especial- 
y with your representatives in Con- 
sress on such matters as whether So- 
tial Security should be expanded and 
Whether bank trusteed pensions should 
lave preferred treatment over those 
tunded with a life insurance company,” 
Mr. Barker said. “Some of this dis- 
‘mination was removed last year in 
‘he new life insurance company Federal 
Ncome Tax law, and it was removed be- 
tase life insurance officers, agents and 
policyholders made themselves felt on 
Capitol Hill,” 

Peaking about selling savings as p*o- 
= Mr. Barker urged that “we 
‘vive the traditions of our company and 
bersuade the public again of their de- 
pendence on us; that we invite more dol- 
ats into our savings account trough 








that somewhat neglected instrument 


New England Life Leaders Meet 
At Jasper National Park, Canada 


known as the ordinary life insurance 
contract. All this involves being a ver- 
satile and well informed businessman as 
well as a good salesman.” 

He also recommended that we “stress 
policyholders service, because this is one 
phase in which the life insurance busi- 
ness is second to no other.” 


Lookin’ for the 


Do “News Telecast” Feature 


Program chairman Charles Lytle 
staged a mock Huntley-Brinkley tele- 
vision program, complete with the usual 
commercials and audio-video break- 
downs, to present four illustrations by 
which an insurance underwriter can im- 
prove his earnings. & 

The announcer, Thomas Burke of tte 
Boston-Hays agency, sat in a_ stage 
set living room, interviewing New Eng- 
land Life men from all over the coun- 
try. These men appeared behind the 
screen of a large, dummy TV console 
at the end of the stage set, giving their 


Kind of Protection..- 


REPUBLIC NATIONAL LIFE ~ 


views on how an agent can become a 
better businessman, 

A series of six, ten-minute talks on 
various aspects of insurance concluded 
the first morning session. Following an 
informal dinner the same evening, 11 
of the company’s top field men and 
home office personnel conducted special- 
ized discussions for small groups of 
Leaders covering a variety of subjects 
from pension trusts and key man in- 
surance to legislation affecting life in- 
surance. 

The program for the second morning 
included talks by home office men on 

(Continued on Page 18) 


That Wears Well 
Under all Conditions? 


Republic National Life 
pany of the Life insu! 
full line of fl 


ness insurance plans. So, 
tection "that wears well” you 
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Republic National Life 
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PRESIDENT’S PRESENT — New president 
Charles I. Lytle of Buffalo (left) presented clock 
desk set to outgoing président William M. Shel- at 
ton, Jr., of the Los Angeles-Hays agency. 


PRESIDENT O. Kelley Anderson got a big welcome from man, and Mrs. William M. Shelton, Jr., wife of Leader 
Mrs. George Willard Smith (left), wife of the Board Chair- outgoing president. 


NEW ENGLAND LIF 


THE ini OF MUTUAL LIFE INSURAN 


CHige°RED 1835 IN AMERICP 





«aS 


TWENTY-FIVE-YEAR MEN cited by Board Chairman dux, Boston-Summers; Laurie Hall, Buffalo; and William SPORTING SMILES with snow-capped mou 
George Willard Smith (center) included (left to right) Hardy, Cincinnati. Other twenty-five year associates of tains for a backdrop are Mr. and Mrs. Harry N. 
Kenneth V. Robinson, Hartford, Connecticut; Robert Mad- New England Life watch the ceremony. Bonar, of Vincent, Ohio. 








bt LL ty "EM pry a oo. — —— 4 “yop of i a “ PLACE IN THE SUN, wind-wimpled lake with a white sail cutting niall faust 
ree of his seven chi n, all of wi t t ti t t- pm 
soe Glacin (12), OM, Bn 114), fey e oo ° meeting or i Se these sights bring smiles to Mr. and Mrs. A. N. Lawson 
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1960-61 LEADERS OFFICERS elected at the meeting were (left to right) Henry E. president; Sidney O. Thompson, New York-Huppeler, treasurer; and William M. 
Colton, Charlotte, N. C., executive committee; Buckley Hubbard, Jr., Buffalo, sec- Shelton, Jr., Los Angeles-Hays, immediate past president, executive committee. Also 
| retary; Benjamin L. Stern, New York-Marks, vice president; Charles I. Lytle, Buffalo, elected to the executive committee was Harold D. Brewster, Providence, R. I. 


Ree 


& 





THE NEW VANGUARD AWARDS signify life to (I. to r. front) Alex R. Urquhart, Edmond J. HAPPY FOURSOME—Administrative vice president James B. 
membership in the New England Life Leaders Nouri, Walter G. Wegner, John H. Brady, and oe woop | — a and hag og ar — O. 
Association and Hall of Fame and the Million Dol- (back row) Will E. Gehman, Frank E. Brennan, | an ake i en Preagen 4 ss . Thon id tee 
lar Round Table as well as CLU. John Barker, Jr., Millard A. Samuel, William R. Sapers, William M. P©88¢¢ with the prospect of a golf game. Ihompson, newly 


° ° . elected treasurer of the Leaders Association, led the company 
agency vice a (front right) presented them Shelton, Jr. -iagpan wellaaa “atest Saget pon 





moun: 
rry N. 











TEEING OFF on the fa course is Ed Waters of Al- Everett and George P. Clark of Charlotte, N. C., and 


hambra before an admiring gallery of (I. to r.) James E. William V. Montgomery, Jr., of Philadelphia. 





SESE ae 
> _ * = 


READY FOR A CANOE TRIP are Mr. and 
Mrs. Miles M. Vondra, Jr., of the Swanson 


occupied agents’ families while husbands and fathers attended the business sessions. agency in Chicago. 
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Appointed General Agent 
For Kansas City Life 





LE ROY P. VOSS 
W. E. Bixby, president, Kansas City 
Life, announces appointment of LeRoy 


P. Voss as general agent for the follow- 
ing counties in southeastern ‘Wisconsin: 
Jefferson, Kenosha, Milwaukee, 
Ozaukee, Walworth, Washing- 
The new 


Dodge, 
Racine, 
ton and Waukesha. 
have its offices in Milwaukee. 

Mr. Voss is a native of Milwaukee, re- 
ceiving his grade and high school edu- 
cation there and also attending the Wis- 
consin State College of that city. He 
has had more than 10 years’ experience 
in the insurance business, as a personal 
producer, assistant director of agencies, 
and director of agencies. He previously 
was with a commercial firm as _ sales 
manager. 

He is active in the Milwaukee Life 
Underwriters Association, and American 
Legion. Membership in the Usher So- 
ciety and the Holy Name Society are 
among his other interests. 


agency will 


Mutual Trust Announces 
New Life Insurance Policy 


A new life insurance policy has been 
announced by President Raymond Olson 
of Mutual Trust Life. 

The “Director,” allows you to direct 
your insurance future to meet your 
changing needs. An exchange provision 
attached to the basic endowment income 
policy allows you: 

To Direct a change to Ordinary Life 
at any time up to age 40 without re- 
quiring a medical examination; To pay 
the Ordinary life premium at the issue 
age of the original plan; To obtain a 
cash refund for the difference between 
the cash value of the endowment in- 
come and the Ordinary life policies at 
the time of the exchange; To convert 
back to a higher investment plan at a 
future date. 


Guardian Survey 


(Continued from Page 4) 
sus procedures would 
within a few weeks. It is the first step, 
he declared, in a plan that realistically 
will customer-orient the Guardian on a 
national basis and lay the groundwork 
for other plans and ls etl ton in the 
months to come. 

The second phase of the program, he 
pointed out, is to expand, to grow in 
service, to make more people want to 
do business with the Guardian. Sum- 
marized: to become a customer-creating 
and a customer-satisfying company. 


reach the field 


H. E. NICKEY’S NEW POST 


Elected A Second Vice President by 
Mutual Benefit Life; Has Been 
Active in Farm Loans 
Howard E. Nickey of Ames, Iowa, has 
been elected second vice president of 
Mutual Benefit Life to fill the vacancy 
created by the retirement of Jacob C. 
Neff, 32 years with the company. . 
Mr. Nickey began his Mutual Benefit 
career in 1945 as field man in Craw- 
fordsville, Mo. In 1947 he was trans- 
ferred to Newark and when the home 
office farm department was transferred 
to Ames in 54 he became associate 
manager of national farm Joan office. 
He has assisted in the supervision of 
the company’s investments in the corn 
belt, and in developing field organiza- 
tion for production of Mutual Benefit 
farm loans in New Jersey, New York, 
Florida, the Delta and Pacific North- 

west. 

A graduate of Purdue University he 
has been secretary treasurer of Produc- 
tion Credit Associations in Indiana. 


Dr. O'Leary's Views 


(Continued from Page 4) 


tection on bonds which most life com- 
panies have been able to obtain in the 
past several years, the companies will 
continue to earn this higher rate for a 
considerable period even though the gen- 
eral level of interest rates should de- 
cline. At the present level of common 
stock prices, moreover, the average re- 
turn to investors is about 34%. On this 
basis, it takes a large expectation of 
capital gains to offset the much higher 
rate on life insurance investments—and 
remember the advantages of compound 
interest. So, permanent cash value in- 
surance is an attractive investment, aside 
from the tremendous advantages it pro- 
vides in the way of protection against 
unforeseen contingencies. 

The life insurance business has a great 
opportunity and a responsibility to re- 
dedicate itself to stimulating national 
saving, and it is gratifying to see that 
many companies are intensifying their 
efforts through improved sa'es materials 
developing the investment advantages 
of life insurance. 

There is no need for 
business to be defeatist about the in- 
evitability of inflation. Inflation is man- 
made and can be held in check by wise 
public and private policies. The Ameri- 
can people have come to realize this 
in the past year. However, success in 
checking inflation requires eternal vigi- 
lance. 


life insurance 


Responsibility of the Industry 

The life insurance business has rec- 
ognized its responsibility to aid in com- 
batting inflationary policies—whether 
public or private. This has been done 
in part through a campaign of public 
education and in part through a more 
direct effort to encourage anti-inflation- 
ary Federal policy measures. With the 
great danger that our Government will 
be constantly tempted to pursue faster 
economic growth through inflationary 
program, it will be vital that the life 
insurance business equip itself thorough- 
ly to have a much more powerful direct 
influence with the public policvmakers 
toward the end of avoiding inflation. 
All of the special interest groups have 
their powerful lobbies in Washington 
to promote all manner of inflationary 
schemes. “Why should the saver not 
have powerful and vigi'ant representa- 


tion to protect. him, and the general 
public at large, from these schemes?” 
asked Dr. O'Leary. 


In brief, the role of life insurance in 
our expanding economy, as he sees it, 
is two-fold: (a) to redouble our efforts 
to encourage saving through life in- 
surance in order to contribute to sound 
economic growth, and (b) to bring our 
influence more directly and powerfully 
to bear in the interest of avoiding in- 
flationary public policies. 








Wanted 





BROKERAGE SUPERVISOR 


For expanding life insurance agency in Bronx-Westchester 
area of New York. Tailor-made deal for the right man, com- 
mensurate with his background and potentials. 


Write in confidence to Box 2826, The Eastern Underwriter, 93 
Nassau Street, New York 38, N. Y. 











N. E. Life at Jasper Park 


(Continued from Page 15) 


Group insurance and actuarial matters as 
well as various selling approaches by 
field men. 


Awards 


There was one formal banquet during 
each meeting during which several cita- 


to Leaders 


tions were presented: The company’s new 
Vanguard Award, given to those men 
who are CLU’s and life members of 
New England Life Leaders Association 
and Hall of Fame, and of the Million 
Dollar Round Table, was presented by 
Mr. Barker to: William J. Ackerman, 


CHARLES I. 


LYTLE 


Los 
Little 


Angles Hays; 
Rock; John 
Schmidt; Frank E. 
City general agent; Robert K. Clark, 
Cleveland; Will E. Gehman, Philadelphia 
Halberstadt; and George Gruendel, Chi- 
cago general agent. 
Others awarded 


Edwin L. Baxley, 
Brady, New York 


Brennan, Kansas 


Vanguard awards 
were: Paul Hazard, Chicago Behrns; 
Lambert M. Huppeler, New York gen- 
eral agent; William B. Jadden, Los 
Angeles Hays; William H. McCoy, Chi- 
cago Pomeroy; Alfred E. McNeill, Los 
Angeles Hays; Kenneth Mackenzie, 
Boston, Summers; Edmond J. Nouri, 
New York general agent; D. Miley 
Phipps, Cleveland; Richard B. Ripley, 
New York Huppeler; and Millard A. 
Samuel, Portland, Oregon. 

Other Vanguard winners were: 
liam R. Sapers, Boston Hays; 
Shelton, Los Angeles Hays; 
ver, New York Huppeler, Alex Urquhart, 
Charlotte; and Walter G. Wegner, Chi- 
cago Gruendel. An additional eight men 
were eligible for the award but were 


Wil- 
William 
Henry Sil- 


unable to be present at the meeting 
to receive it. 
Nine men were taken into the com- 


pany’s 25-year club and awarded theif 
medals by George Willard Smith, board 
chairman, They were: Kenneth Robin- 
son, Hartford: Robert Maddux, Bos- 
ton Summers; Laurence Hall, Buffalo, 
William Hardy, Cincinnati; Millard 
Samuel, Portland, Ore.; Francis G. Bray, 
Houston general agent; Albert Kelly, 
New York Huppeler; Bruce Bare, 
CLU, Los Angeles general agent; and 
\ Grafton Kingsley, Salem. 


Ernest J. Moorhead, actuary, was 


Insurance Executives On 


Civil Defense Committee 

An advisory committee of life ingyr. 
ones executives has ‘been appointed by 
General C. R. Huebner, director of the 
New York State Civil Defense, to work 
with state civil defense authorities jy 
the development of practical emergenzy 
operating procedures and recovery plans 
for the industry. New York is the first 
state to appoint such a committee. 

Members of the committee are: Mor. 
gan O. Doolittle, president, Empire State 
Mutual Life, Jamestown; George P 
Chave, second vice-president, Equitable 
Life Assurance Society; Daniel J. Reidy, 
vice president and general counsel. 
Guardian Life; Eugene C. Kelly, as. 
sistant vice president, Home Life of 
New York; Richard Jones, manager oj 
personnel, Manhattan Life; Karl 4, 
Kreder, vice president, personnel, Me‘ro- 
politan Life; Lloyd W. Stearns, Metjo- 
politan Life, committee executive secre- 
tary. 

Also George Wilgus, second vice presi- 
dent for personnel, Mutual Of New 
York; William F. Young, secretary, 
New York Life; A. Nielson Kerwin, sec- 
retary, North American Reassurance: 
Francis Stevens, assistant treasurer, 
Postal Life; John F. Wassenbergh, au- 
ditor, Union Labor Life; Kenneth Lord, 
assistant to the president, Security Ms- 
tual Life, Binghamton. 





Prudential Payments Rise 


The Prudential announced that its pay- 
ments to policyholders and beneficiaries 
during the first half of 1960 amounted t 
a record $680,539,000. The payments in: 
clude claims, dividends, annuities, an 
other benefits paid in the United States 
and Canada. 

The old record for first half payments 
was set in 1958, with $667,503,000. Last 
year’s first-half payments totaled $64, 


486,000. 





GIRARDIAN REGIONAL MGR. 

Appointment of Lloyd 
gional manager of 
the Girardian Insurance Co. has been 
announced by Girardian Vice President 
and Superintendent of Agencies Roger 
Garrels. 

Mr. Swa began his insurance career 
in 1952 as a general agent and a few 
years later was holding the position 
of agency director. He is a life mem- 


Swa as re: 
Idaho and Utah for 


ber of the Leaders Round Table. A 
native of Montpelier, Idaho, Mr. Swa 
went to schools in Idaho and Ohio 


and attended Ohio State University and 
Weber Business College. 





toastmaster at both formal banquets 
while Benjamin Stern officiated a 
the two informal dinners welcoming 
Leaders on their first night in Jasper 
James B. McIntosh, administrative vice 
president, was toastmaster of the spe 
cial dinner on June 27 for qualifying 
Life Leaders and Hall of Fame mem- 
bers. 

Speakers at the sessions included Les 
ter Goodrich, Boston, Summers; James 
Price, Dallas; J. Welldon Currie, Miami; 
Wayne Baumler, Buffalo; Thomas Tay: 
lor, Oklahoma City; John Burk, In 
dianapolis; and John MacDon: uld, Miami 

Others were William Choate, Los At 
geles, Bare; William Whitney, Te 
ledo; Arnold Ross, New York, Marks: 
W. Franklin Scarborough, Philadelphia 
Armstrong; John Zimdars,  Milwate 
kee; 


and George Clark, Charlotte. 
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— 
Now Agency Vice President 
Of Connecticut General Life 


John Haley 
NICHOLSON 


ELMER L. 


Connecticut General Life has named 
Elmer L. Nicholson agency vice presi- 
dent, according to Frazar B. Wilde, 
chairman and president of the company. 
Mr. Nicholson has been second vice 
president since 1958. He joined the com- 
pany in 1942 as an agent in Montpelier 
and within 18 months had made an out- 
standing record for a new agency by 


earning all top awards for excellence in 


service and sales performance. 

Following service with the Marine 
Corps during World War II he was 
named to head the Montpelier office. 


He later served as assistant manager of 
the Buffalo branch office and in 1949 was 
appointed to the home office. 

Mr. Nicho'son is active in the Life In- 
surance apse genet Association and is 
chairman of its quality business commit- 
tee, He is a former president ofthe Ver- 
mont Association of Life Underwriters, 
and is a frequent contributor of articles 
for insurance publications. He is presi- 
dent of the Alumni Association of Uni- 
versity of Vermont from which he holds 
bachelor’s and master’s degrees. 


Occidental’s First Half 
Sales Increase by 10% 


Occidental Life of California came 
within two day’s production of writing 
$1 billion of life insurance in the first 
six months of 1960, President Horace 
W. Brower said in announcing the com- 
pany’s mid-year sales figures. 

Mr. Brower said combined individual 
and Group written ‘business by Occi- 
dental, a Transamerica Corporation com- 
pany, in the first half reached a new high 
of $989,673,984. This represents an in- 
crease of 10% over sales in the same 
period of 1959, 

Individual sales in the period totaled 
$740,034,171 as compared to $713,219,870 
in the first six months of last year. 

Group and wholesale life sales in- 
creased 36% to a total of $249, 639,813. 

Individual accident and sickness sales 
gained also, premiums increased 3%. 


Life of N. A. Group Mgr. 


George L, Waters was appointed 
Group manager for Life Insurance Co. 
of North America in Kansas City, An- 
founcement of his appointment was 
made by John J. Quinlan, manager of 
Troup sales. 

Mr. Waters entered the insurance 
business in 1952 as a Group supervisor 
with The Travelers, working in the San 
Francisco ; and Seattle, Washington areas. 
‘rior to joining the Life Insurance of 
North America in 1958, he was a dis- 
trict Group manager wit Continental 
asualty in Chicago. 


\ € is a graduate of the 
Vyoming, 





University of 





CARRIER FOR GROUP PLAN 
Life 


Assurance Co. of Pa. Covers 

Teamsters Health and Welfare 
Fund of Philadelphia 

Sherman J. Edelman, executive vice 
president of Life Assurance Company 
of Pennsylvania, Philadelphia, announced 
that the company has been selected on 
a competitive bid basis as the carrier 
for Group life insurance and accidental 
death and dismemberment coverage on 
the — of the Teamsters Health 
and Welfare Fund of Philadelphia and 
vicinity. 

The plan is new and unusual in that 
the first 12 eae of the plan carry a 
benefit of $5,000 Group life insurance 
and $5,000 accidental death and dismem- 
berment and increases as of the first 
anniversary date to $6,000 Group life 
insurance and $6,000 accidental death 
and dismemberment. At inception there 
are four locals involved with a combined 


membership of 16,000 members. “It is 
envisaged,” said Mr. Edelman, “that 
additional locals will be covered to in- 


crease the number of insureds to 
proximately 20,000 members.” 

_ Mr. Edelman, whose company was 
formed less than four year's ago, has set 
a goal of 100 million dollars of life in- 
surance in force before the end of 1960. 


ap- 


CLU Candidates Increase 


Herbert C. Graebner, CLU, 
the American College of Life Under- 
writers, announced the new figures for 
the number of persons taking the 1960 
CLU and management examinations, He 
reported that 7,208 candidates took 8,- 
499 CLU exams and 478 management 
exams in 186 examination centers lo- 
cated in 50 states, the District of Co- 
lumbia and four foreign countries. Dur- 
ing the school year that ended in June, 
there were 8,572 persons enrolled in 
CLU study classes and 439 enrolled in 
management classes. 442 CLU and man- 
agement classes were located in 211 
cities throughout the country. 

Last year 6,420 persons sat for /7,- 
531 CLU exams and 426 management 
exams. A staff of 54 professional grad- 
ers brought to Philadelphia from all 
over the country are handling the rec- 
ord number of examination books, and 
the College anticipates mailing grades 
to candidates on August 1. 

The number of new candidates 
registered this year for the first time 
to take an examination totaed 3,427. 
This, represents a 24% increase over last 


dean of 


who 


year’s figure of 2,755. It is believed 
that a significant part of this record 
increase in the number of new candi- 


dates can be attributed to the work of 
the committee of 1,000, which was de- 
veloped last year as a personal spon- 
sorship program for CLU candidates. 
Dr. S. S. Huebner, president emeritus 
of the American College and chairman 
of the committee of 1,000, invited Char- 
tered Life Underwriters interested in 
the sound and professional growth of 
the CLU program to select and sponsor 
persons they ‘believe should become 
CLU’s. In this way a CLU works di- 
rectly with a new candidate and en- 
courages him to keep up with his stu- 
dies and complete the examinations. 
This year 588 candidates were spon- 
sored by members of the committee. 

Dean Graebner estimates that approxi- 
mately 800 successful candidates will re- 
ceive the CLU designation or diploma 
in agency management at the confer- 
ment exercises of the College to ‘be held 
in Washington, D. C., in September. 





LINCOLN NAT’L SUPERVISOR 


Earle R. Kinsman has been named to 
a supervisory post in the George Eccar- 
ius agency, representative of Lincoln 
National Life in Sioux Falls, S. D. His 
appointment is under the company’s 
management development program. 

Mr. Kinsman entered the life insur- 
ance business in 1956 following three 
years in the Army. Two years later he 
joined Lincoln Life and the Eccarius 
agency. 
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CONSULTING ACTUARIES INTERNATIONAL, INC. 
Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 
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LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 











THE LEE NASHEM AGENCY 
"The Major League Agency” 


(Canada Life Assurance Co., 
Toronto, Canada) 


NEW HIGH COMMISSIONS ON — 
High Ist year and early cash vclue con- 
tracts. Executive Preferred & Executive 
Standard 

Now 55% and nine 5's — Ages 50 & Over 
50% and nine 5's 

Tremendous Cash Values — Extremely low 
premiums. 


Call us at OXford 7-2950 








NASHEM AGENCY 


110 East 42nd Street 
New York 17, N. Y 
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Southern Life Has 29% 


Increases in New Sales 
Dan C. Williams, president of South- 


land Life, Dallas, has announced that 
outstanding records were set by the 
company during the first six months 


of 1960. Southland Life’s 
for new sales in 


company total 
the first half of this 
year amounted to $117,746,680, an in- 
crease of 29% over the amount pro- 
duced during the first half of 1959 and 
an all-time record for any six month 
period in the company’s history. In- 
dividual Ordinary sales increased 33%. 
Gain of insurance in force during the 
first six months of 1960 was over 67% 
ahead of the gain during the similar 
period for 1959, setting another com- 
pany record for a six month period. 
Total insurance in force amounted to 
$1,379,616,900 as of June 30. 

As of June 30, Southland Life’s total 
assets amounted to over $245,000,000 

Licensed to operate in 20 states and 


the District of Columbia, the company 
maintains 63 field service offices, in 
addition to a division office in Wash- 
ington, D. C., and the home office at 
Dallas. 

The company offers life, accident and 
health, hospitalization, and Group in- 
surance. Its coverage is available on 
the regular Ordinary, monthly debit 


Ordinary, and weekly premium plans. 





Annuity Rates Lowered _ 
By Manufacturers Life 


Lower rates for single premium im- 
mediate annuities have been announced 
by Manufacturers Life. The new rates, 
which went into effect July 11, represent 
substantial reductions for a'l plans when 
the single premium paid is $10,000 or 
more. 

For example, at age 65 (male) the 
following single premiums will provide 
an income at $100 a month:—Life An- 
nuity—$13,970 (a decrease of $200); Life 
Annuity—ten vears certain—$15,170 (a 
decrease of $220): Installment Refund 
Annuity—$16,060 (a decrease of $320) 
and ‘Cash Refund Annuity—$166,550 (a 
decrease of $350). 

This is the second reduction in Man- 
ufactures Life’s single premium annuity 
rates since the beginning of the year. 
The first came at the end of February. 
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MEDICAL 
MAJOR 


10 Lives and Up 
Comprehensive or Superimpose” 
Over Qualified Base Plan 


Call us for details and 


sales literature 


WHITE & 
WINSTON 


INC. 








The UNITED STATES LIFE 
INSURANCE CO. 


June Life Premiums Run 


83% Ahead at Union Mutual 


Production figures released by: Union 
Mutual’s agency department indicate 
that Ordinary life production during 
June was up substantially from a year 
ago. Based upon a comparison of an- 
nual premium totals of June, 1959, and 
June, 1960, Union Mutual’s field force 
raised its production level by 83% 

-articularly outstanding gains were re- 
corded by eight regional agency offices. 
They were: Hartford, under “Manager 
Charles T. Kingston, Jr.; New York, 
New York (midtown) under Resident 
Vice President Michael J. Denda; Port- 
land, Maine, under Manager Fred T. 
Jordan; Lansing, under Co-Managers 
Martin Sherman and Byron Vosburgh; 
Syracuse, under Manager William W. 
Buhl; Bridgeport, under Manager Mor- 
ris H. Rodnick; Denver, under Man- 
ager Frank C. Carbrey; and New York, 
(downtown) under Manager Arnold 
Siegel. 
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PERMANENT LIFE 
HAS HAD LARGE 
Permanent life 


INSURANCE 
INCREASE 
insurance, including 
limited pay- 
endowment and retirement in- 


such plans as straight life, 
ment life, 
come policies, has increased three-fold 
since the end of World War II and today 
accounts for nearly 80% of the Ordinary 
life insurance owned in this country, the 
Institute of 


Including 


Life Insurance reports. 

the $30,000,000,000 term in- 
surance combined with permanent insur- 
family plan and fami.y income 
type policies, the total of Ordinary insur- 


ance in 


ance supported by cash values and having 


a savings element amounted to about 
$285,000,000,000 at the start of 


or approximately 90% of the 


this year, 
Ordinary 
life insurance in force. 

Of the Ordinary life insurance cur- 
rently purchased, 86% is of the cash-value 
type. These include straight life, limited 
retirement in- 


fam- 


payment life, endowment, 


come, modified life, family income, 


ily pian and other combination policies. 


By number of policies, 92% are cash- 
value plans. Last year, American fam- 
ilies bought $44,000,000,000 new cash- 


value Ordinary insurance compared with 
$26,500,000,000 four years 
about $9,000,000,000 in 1945. 

The 


before and 


increase in cash-value life in- 
surance in force since the end of the war 
has been nearly 
180% rise in aggregate savings accounts 
and a 120% rise in total U. S. 


salaries 


200%, compared with a 
wages and 


One of the factors in this growth of 


cash-value insurance has been the con- 


tinuous extension of family financial 
planning in recent years, featuring spe- 


cial policy packages providing either all- 


family protection or special family in- 


More 


than one-fifth of the aggregate Ord’nary 


come provisions, the Institute said. 


under either 
the family plan or the family income plan, 


insurance in force is now 
including special riders providing special 
protection for stated periods ahead. This 
term included as a 
provision is 


insurance which is 


rider or special , however, 
against 
by the cash 


protected situations 
values of the base policies. 
At the same time, the post-65 cash values 
are growing in the base policies. 


emergency 


Millions of families in the country now 


have either a family plan policy or a 
The number 
exceeds 7,000,000, 
compared with about 1,000,000 at the end 
of World War II. 


count for about 40% 


family income type policy. 
of such policies now 
These poljcies ac- 
of current Ordinary 
insurance purchases, 

Families Or- 
have de- 


owning the cash-value 


dinary policies of all types 


to their credit with 
their life companies in excess of $50,000,- 
000,000. 


in these policies is estimated to be well 


in excess of $100,000,000,000. 


veloped cash values 


The potential age-65 cash values 


From the degree and nature of policy 


planning of recent years, with special 
emphasis on policy packages geared to 
family financial planning, it is clear that 
future years will see 


a far wider sweep 


of protection at all ages, in the opinion 


of the Institute. In the first place, there 


shouid be a materially increased average 
ownership of life insurance among those 
past age 65. Also, with so many children 
started at an early age on Ordinary in- 
surance plans, there should be a greater 
floor of protection established for young 
married couples, carrying lower average 
heretofore. As for the 
back of the 
that 
life cash-values are 


premiums than 


emergency values policies, 


it is significant today’s Ordinary 


several times those 


at the start of the 1930s. 


Horace W. Brower, president of Oc- 
cidental Life of California, has been 
re-elected to the hea of directors of 
the Los Angeles Downtown Business 
Men’s Association. 


* * * 


Edward Cushman, general counsel of 
National Association of Surety Bond 
Producers, is on a European tour, ac- 
companied by Mrs. Cushman. At Salz- 
burg, Germany, he attended the con- 
vention of the International Bar Associa- 
tion where he was most cordially re- 
ceived, 

* * * 


Arthur P. Arquilla, a midwest writer 
of consumer credit insurance, has been 
appointed a special agent of the Reso- 
lute Insurance Group. Mr. Arquilla will 
represent both the Resolute and Reso- 
lute Credit Life in a territory comprised 
of northern Illinois and northern In- 
diana. 
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HARRY 


S. McCONACHIE 


Harry S.)}McConachie, new sg sae 
of American Mutual Life of Des Monies, 
is a past president of Life Insurance 
Agency Management Association. He 
joined the company in 1938 and_ suc- 
ceeded to various posts, becoming vice 
president and a director in 1952, 

* * * 

William F. Austin, 30, former assistant 
state attorney-general, was sworn in 
July 1 as South Carolina Insurance 
Commissioner. (He succeeds R. Lee 
Kelly, Insurance Commissioner for a 
number of years, who retired on July 1. 
Mr. Austin is the state’s first Insurance 
Commissioner under the commission 
form of operation, having been named to 
the post by South Carolina’s newly- 
created five member insurance commis- 
sion. 

x * * 

Sanford F. Hall of West Hartford, 
Conn., has become associated with the 
George B. Fisher Co., general agency 
of Hartford. Mr. Hall joins the 88 year 
old agency after broad company ex- 
perience with both the Glens Falls and, 
more recently, as Connecticut field su- 
pervisor of the Great American. He 
attended St. Lawrence University and 
received his B.A. degree from Skidmore 
College in 1951. He is a member of 
the Casualty & Surety Association and 
the Surety Club of Connecticut. 

2 * * 


Mrs. John M. King, Chicago, a twin 


daughter of Charles E. Becker, president 
of Franklin Life, is mother of Mack 
King, born a few weeks ago. Mr. and 
Mrs. Becker now have 10 grandchildren. 


x * * 


James W. Dunn is the new special 
field representative for American Fire 
and Casualty of Florida in Kentucky and 
Tennessee. He went with the Ameri- 
can from America Fore Insurance Group 
in Chicago. Mr, Dunn will operate from 
Clarksville, Tenn. 

*k * x 


Lester O. Schriver, executive vice 
president of the National Association 
of Life Underwriters, has been appointed 


to the association committee of the 
Chamber of Commerce of the United 
States. Mr. Schriver’s appointment for 
a one-year term was announced by 
Arthur H. “Red” Motley, national 
chamber president and _ publisher of 


Parade Publications. As a member of 
the U., S. Chamber committee, Mr. 
Schriver joins select company with 40 
association executives and leaders repre 
senting a wide range of business 


and 
industry. 





C. HARVEY KELLEY 


C. Harvey Kelley, newly appointed 
director of research and de ‘velopment for 
the National Association of Insurance 
Agents, has been an instructor at the 
Insurance Society of New York sinc 
1958 and teaches also at the American 
Institute of Banking, He is a former 
member of the faculty of the evening 
division of Hofstra College. He is 
presently the regional membership chair- 
man of the Insurance Company Educa- 
tional Directors’ Society and is work- 
ing toward completion of his CPCU 
designation, Since 1957 he has been 
associated with the North British Group 
as educational assistant and _ assistant 
to the production superintendent. 





Jerome W. Moff (right) is shown in 
accompanying cut receiving congratula- 
tions from President Charles J. Zim 
merman of Connecticut Mutual for be 
ing the youngest agent in history of 
the company paying for $800 000 of life 
insurance in a_ single month, This 
achievement was in May. He also quali- 


fied in June for the Million Dollar 
Round Table. Mr. Moff is with the 
Ralph W. Love agency of the company, 
Hartford. 

x ok x 


Abram T. Collier, vice president and 
general counse', John Hancock, has beet 
elected a director of the Greater Boston 
Chamber of Commerce. Dr. Harry 
Mushlin, directér of Health Clinic @ 
Hancock home office, has been elected 
chairman of Massachusetts Medical Se 
ciety. 
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Shy at Convention Speaking 


One of the insurance companies re- 
cently had as a speaker before its field 
convention in a resort hotel the editor 
of a business weekly who, after a build- 
up by the good-natured toastmaster, 
scored a flop. This does not surprise me. 
Until a few years ago most newspaper 
and magazine editorial people have felt 
themselves behind the eight ball before 
they embarked on a speech knowing that 
their metier is writing and editing—not 
public speaking. Sitting at typewriting 
machines in their sanctum nothing inter- 
fered with their tapping out gobs of 
advice and facts. 

But facing an audience, especially one 
of insurance agents who are happiest 
when stirred €motionally, was a situa- 
tion contributing to stage fright. They 
found themselves in a position of being 
obliged to make good on both their per- 
sonality and what they said, the least 
chill of the audience freezing them, too. 
Recognizing this most reporters and 
editors backed away from the rostrum, 
refusing to speak in public and letting it 
be known that any views they wanted to 
project could be found in the columns 
of the publications which employed them. 

There were exceptions. One of them 
was the late Henry Watterson, editor of 
the Louisville Courier Journal, a superb 
raconteur, a man of the world, com- 
panion of a countless number of public 
men, who shared with William Allen 
White of Kansas the distinction of be- 
ing the only living editors whose edi- 
torials were telegraphed by correspond- 
ents to metropolitan papers throughout 
the country which bought his views at 
space rates. Editor Erwin ‘Canham of 
The Christian Science Monitor, Boston, 
has proved so fine a thinker and speaker 
that the was elected president of Cham- 
ber of Commerce of United States. 
Colonel Robert W. Patterson, publisher 
of the Chicago Tribune, who had a posi- 
tive opinion about everything and didn’t 
care whether his audience agreed with 
him or not, liked nothing better than 
getting on a rostrum and expounding his 
viewpoints. There were a few others, 
but such writers and satirists as Ring 
ardner or George Kaufman, funniest 
of the dramatists, were failures on the 
platform. Of the critics John Mason 
Brown has made a large income travel- 
mg around the country talking to 
women’s clubs, but the average reviewer, 
famatic or music, disappoints live audi- 
ences, 

_ The situation as far as newspaper men 
8 concerned greatly changed with the 
sfowing popularity of comment men on 

V and radio. When the big networks 
began to search for newsmen who could 
lascinate the country by their views of 
the Political situation in Washington or 
could excitingly and intelligently inter- 
Pret international crises and be well paid 
in doing so, it began to dawn on those 
Writers widely accepted as authorities in 
their fields that they had been ultra-con- 
Servative in assaying their talents. This 
Was especially true of the Washington 




















correspondents and those covering the 
worldwide “hotspot nations” where the 
clash of idealogies and ruling dictators 
bring about changes of dynasties. They 
became convinced that their voices were 
good and they could speak in an authori- 
tative manner and so they began to ex- 
tend a listening ear to the opportunity 
of appearing before millions of people 
and putting over their personalities and 
what they had to say. At the present 
time there are dozens of these writers 
appearing as TV or radio commenators 
or on panels, such as “Meet the Press.” 

Ed Murrow in his interviews on TV 
with notable people, including the top 
men of world governments, became the 
outstanding news figure on TV. John 
Daly was another. The biggest hit was 
made this year by Walter Lippmann of 
the Herald Tribune syndicate, regarded 
by the newsmen themselves as the most 
highly respected figure among the 
pundits. He appeared on TV for an en- 
tire hour, won editorial approval every- 
where, but will not ‘be seen or heard on 
TV for many months because of the 
hazard of over-exposure. 

Despite all the news people now being 
seen and heard in millions of homes that 
doesn’t mean that many appear before 
conventions. Although some have been 
successful appearing on insurance TV 
commercial programs of companies, such 
as “Bob” Considine for Mutual of 
Omaha, and Walter Conkrite for Prx- 
dential, few are on the convention circuit. 
Among the most successful convention 
speakers is Bob Osler of Indianapolis, 
now an insurance executive after long 
exposure in the world of insurance com- 
munications. The late Paul Speicher, 
also of Indianapolis and also of insur- 
ance journalism, was a speaking magnet. 


* * * 


Publish Insurance Paper in 
Many Languages 


A unique insurance publication is 
AFIA World, published quarterly by 
the American Foreign Insurance Asso- 
ciation for its employes, producers and 
insureds throughout the world. What 
makes it unique is that the lead story, 
of global interest, is printed in English, 
followed by Spanish and French trans- 
lations and is replete with action pic- 
tures with trilingual captions. 

The lead story in the July issue, 
“Food for the Family of Man,” is illus- 
trated with 38 photographs of farming, 
marketing of food and family life in 
the Philippines, Argentina, Jamaica, 
Japan, El Salvador, Venezue'a, Indo- 
nesia, Ethiopia, Mexico, Colombia, Ger- 
many, Malaya, Union of South Africa, 
Tagoland, Costa Rica. 

Kenneth ‘C. Dwinell, supervising under- 
writer of AFIA relates some early nine- 
teenth century accident cases which led 
to the development of products liability 
insurance. One, “pie a la rat poison,” 
took place in the 1800’s in England when 
a near-sighted apprentice sprinkled a 


batch of pies with rat poison instead of 
“The subsequent law 


powdered sugar. 


suits,” says Mr. Dwinell, “stimulated 
the development of an insurance cover- 
age for the protection of tradesmen and 
manufacturers for loss and expense from 
claims arising out of the consumption or 
use of their products ... now known as 
products liability insurance.” 

A story on AFIA in the Far East is 
also printed in Japanese and Chinese. 
Editor of AFIA World is Helmut 


Kimpel. 
i a 


Marquand Fascinated Executives 


The death July 16 of John P. Mar- 
quand, Massachusetts novelist and social 
satirist, whose books were consistent 
and who 

Prize 


best sellers winner of 
the Pulitzer them, 
meant that literature had lost the man 


was a 
for one of 
who most successfully portrayed human 
interest situations in the realm of big 
business. He was a personal friend of 
inany men in that sphere. 

After graduating from Harvard where 
he was on the staff of The Lampoon, its 
gay, ‘humorous periodical, 
he had worked for the largest advertis- 
ing firm in New York. The head of the 
firm fired him because he overheard him 


and caustic 


make a sarcastic comment on a slogan 
the firm had used for a product. The 
exact remark made by the head of the 
agency: “John, I don’t believe you have 
the business instinct.” 

Marquand agreed, decided to devote 
himself to writing, left for Newburyport, 
his family’s ancestral home, and became 
a free lance writer. At the start he 
turned out satirical social pieces which 
magazines soon began buying, and then 
turned to longer articles which were 
published as serials by the magazines of 
largest circulation, often for the slick 
magazines whose readers soon were 
anxious to read everything he wrote. 

Next, he turned to writing novels of 
“imaginary characters” in social and 
business life, the first of which was “The 
Late George Apley,” an introspective 
Bostonian. Its sensationally successful 
sale was followed with equal public ac- 
ceptance as a drama and then a movie. 

But the novel which was most widely 
read by business people was “Point of 
No Return” the plot of which revolved 
about the struggle of two younger off- 
cials in a New York bank eager for pro- 
motion to the post of vice president. 
This resulted in a campaign which pulled 
no punches and in which each wife 
played a major role to help the husband 
win the promotion. The campaign in- 
cluded a series of home dinners to each 
of which a top officer of the bank or a 
director was invited where he received 
subtle attentions gratifying enough to 
please anyone’s ego. 

Marquand with the shrewdest of ob- 
servation had hit on a situation ob- 
servable in ‘hundreds of corporations as 
a result of which the novel became a 
must for all ambitious young executives 
of corporations and other large business 
concerns. It was like publishing a road 
map to sure success in advancement. 

The bank, by the way, was identified 
by book critics in New York as located 
on Fifth Avenue, one of the oldest in 
the metropolis and having as its de- 
positors, as well as being trustee for, 
hundreds. of widows. The personal at- 
tention given to the widows by this fi- 
nancial institution was apparent to all 
who read Marquand’s book and were 
familiar with the bank. There was irony 
in the novel but sympathetic detachment 
and plenty of humor. 

In its obituary of Marquand New York 
Times repeated what the novelist once 
said of his own calling and method of 
work and why he did most of his work 
in his ancestral home in Massachusetts: 

“The more leisure and freedom a writ- 
er has to sit around and think of his 
characters the better, The physical busi- 
ness of writing is secondary to contem- 
plation. I used to write right off. Now, 
I like to know everything in advance. 
Certainly, everything about my char- 
acters,” 


Fire Chiefs’ Ass’n Cites Unusual Fire 
Stories Reported by Press 

Fire makes news. A recent news- 
letter of the International Association 
of Fire Chiefs emphasizes this. It is 
asking its members to assist the press 
by reporting unusual fire stories. 

“Time was,” reports the newsletter, 
“when the local reporter had more time 
to chat with his town’s fire chief, thus 
pick up some amusing stories.” 

Fire chiefs, the newsletter points 
out, know the unusual causes of the 
fires, which may have been lost sight of 
in the formal report picked up by the 





press. It reminds fire chiefs that “the 
unusual” makes news—the “how” or 
“why” being most important. 


Here are some of the examples quoted, 
which illustrate the point. 

In California, a man irked by a cat, 
which leaned against his legs while he 
tried to fill his cigarette lighter, poured 


the lighter fluid on the animal. Then, 
while igniting the lighter, he set fire 
to the fluid that had dripped on his 
hands. 


In his haste and anger to get rid of the 
burning lighter, he threw it at the cat, 
setting her on fire. The cat dashed about 
the house setting fire to everything she 
touched. 

The man then began to chase the cat, 
trying to extinguish the fires she set. 
But the cat won out, and the house 
burned down. 

The district attorney declined to 
prosecute the man for arson. He was 
charged, however, with cruelty to ani- 
mals, pleaded guilty, and spent 75 days 
in jail. 

In Kentucky, a man attempted to kill 
mosquitos in his bedroom by throwing 
handfuls of flour in the air and igniting 
it with a torch made of newspapers. The 
resultant explosion burned down the 
house. 

In a New York suburb, a tramp spend- 
ing the night in a clubhouse over the fire 
station, accidentally set fire to some up- 
holstery. Too bashful te notify firemen 
downstairs, he walked across the street, 
“bummed” a dime in a bar, then phoned 
the firemen unaware of the blaze over 
their heads. 

In Tennessee, lightning struck a cow 
barn, set it on fire. The bolt traveled 
along a pipe to a water tank on a near- 
by hill and burst the tank open. The 
water ran down hill and put the fire out. 
Responding apparatus did not have to 
put out the fire. 

On the Pacific Coast, a workman 
rigged up a bed-shaking device, to wake 
him up in the morning. The device 
short-circuited one night, set the house 
on fire. 

In California, firemen answering a call 
from a gasoline station, arrived to find 
the fire gone—down the street. The 
firemen followed the trail of fire and 
overtook a gasoline truck with a blaz- 
ing hose. 

In Virginia, a man struck a match 
to see what time it was. The head flew 
off, set fire to his pants, burned up 
$1,058 in his pocket. 

In Mississippi, a sparrow picked up a 
lighted cigarette butt, carried it to her 
nest. The nest caught fire and a ware- 
house did. too. 

In a New York suburb, sun’ shining 
through a magnifying glass on the third 
floor windowsill of a frame house, set 
a fire that resulted in $10,000 damage. 
The glass had been left on the sill by 
an 11 year-old son, who had been using 
it to examine a stamp collection. 

ee. 


Tralins’ New Sales Book 


“How to be a Power Closer in Sell- 
ing” by S. Robert Tralins has just been 
published by Prentice-Hall, Englewood 
Cliffs, N. J. 

Besides managing several retail and 
wholesale furniture chain operations, 
Tralins has written more than 500 
articles for leading magazines and trade 
journals. He developed sales promotions 
and presentations for numerous adver- 
tising firms, specialty and direct mail 
organizations. At present he is occupied 
as a sales consultant and freelance 
writer, 
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Strong Defense of State Regulation 


of Insurance in Minority Opinions 


Senators Wiley, Dirksen, Hruska in Sharp Criticism of 
Majority Findings of Judiciary Antitrust Committee 
In Recent Insurance Probe 


strong defense of state regulation 
forth by Re- 
the Senate Judi- 
Antitrust subcommittee in Minority 


The 
of insurance, which is set 
publican members of 
clary 
statements to the forthcoming report of 
the full Judiciary Committee on its probe 
of aviation and ocean marine insurance 
and effectiveness of State Insurance 
Departments, will be viewed with some 
satisfaction by industry leaders. How- 
ever, the majority report is reportedly 
critical of state regulation, reflecting the 
philospohy held by Sen. C. O’Mahoney 
(Dem. Wyo.) who was chairman of this 
investigation 

The still-secret report, which was ap- 
proved by the full Judiciary Committee 
just prior to the Congressional recess, 
is expected to be made public shortly 
after the Senate reconvenes August 8. 

Two sets of minority views, one filed 
by Alexander Wiley (Wis.), ranking 
Judiciary Committee Republican, and the 
other by Senators Everett M. Dirksen 
(Rep., Ill.) and Roman L. Hruska (Rep., 
Neb.), clearly express the opinion that 
the states not only have the capacity to 
regulate insurance, but have more than 
amply demonstrated the effectiveness of 
their regulatory statutes and procedures. 

Senators Dirksen and Hruska _ in 
charging that the majority findings re- 
flect Sen. O’Mahoney’s ener for 
the past twenty years—namely “that the 
states are unable to cope with the prob- 
lems of regulating those business ac- 
tivities which extend beyond their bor- 
ders ” point out: 

“A review of the hearings on the in- 
surance industry fails to indicate any 
legislative purpose which can be achiev ed 
by this superficial ex xamination of an ex- 


remely complex topic.” 
Wiley For Periodic Federal 
Investigations 


In turn, Sen. Wiley expresses the view 
that the ‘evidence developed during the 
hearings shows that the states have 
demonstrated their inherent ability to 
cope with the problem of insurance regu- 
lation, and have made great progress 
in strengthening their laws and regula- 
tory machinery. 

Sen. Wiley, however, 
of “periodic Federal 
the effectiveness of state controls,” on 
the grounds that “the present exemp- 
tion of insurance from the requirements 
of the Federal antitrust laws is largely 
predicated on the existence of state regu- 
tion.” 

He further suggests to the states that 
they will do well to pay heed to the sub- 
committee’s comments and recommenda- 
tions for improvements in their regula- 
tory structure and procedures, “so as to 
make certain that the states be permit- 
ted to continue in the effective discharge 
of their duties and no Federal controls 
be se whl 

Concluding that the hearing testimony 
“has clearly demonstrated the i increasing 
flexibility and elasticity of the American 
insurance industry in being able to cope 
with changing situations and to produce 
insurance protection wherever such pro- 
tection is needed,” Sen. Wiley charges 
that the majority report mistakenly and 
“continuously goes on record to praise 


voices approval 
investigations into 


the value of centralized regulation and 
controls, as against state supervision. 
“Instead of searching for means for 
a better state-federal balance, this report 
frequently tends to emphasize the need 
for abolition of the state’s role in the 
regulation of insurance. This it does 
despite a record of improved state regu- 


lation of insurance in recent years. This 
it does without indicating where the 
Federal Government is to derive the 


manpower and talent for a better system 
of centralized insurance regulation ii 
Critical of Majority Findings 

Sen. Wiley is especially critical of 
these majority findings: 

1. The claim that the states have not 
dealt effectively with insurance industry 
mergers, he says, runs counter to the 
testimony before the subcommittee of 
Justice Department Antitrust Chief Bicks 


that “there has been a decrease in cen- 
tralization in this industry. The large 
insurance companies now control a 


smaller percentage of the insurance mar- 


ket than they did 20, 30 and 50 years 
ago. We must remember that mergers, 
per se, are not evil—so long as they 


are function: al and do not 
competition.’ 

The majority finding that the states 
almost totally have failed to enforce their 
statutes against restraint of trade, mo- 
nopoly and unfair practices is not sup- 
ported by the hearing record, Sen. Wiley 
declares. “I certainly fail to find in the 
facts presented before the subcommittee 
sufficient proof of widespread monopo- 
listic practices.” On the contrary, “the 
statistics with regard to concentration 
in the insurance field seem to indicate 
that the competition has been increasing 
rather than decreasing. Much evidence 
was presented to show the keen com- 
petitive contest between new and old 
companies, between traditional and new 
coverages, between old and new policies.” 

Views of Dirksen and Hruska 

Senators Dirksen and Hruska are even 
more sharply critical in their review of 
the majority findings with respect to 
state regulation and in effect label as 
false the deficiencies found by the sub- 


act to curtail 


(Continued on Page 28) 


Stewart Hopps, Indicted, to 
Be Arraigned Today 


Stewart B. Hopps, insurance financier 
of San Francisco, has been ordered to 
appear in Federal court in Baltimore 
today (July 22) for arraignment on mail 
fraud charges. 

It is learned that Federal District 
Judge Louis E. Goodman, sitting in San 
Francisco has signed a removal order 
and continued Mr. Hopps bail at $10,- 
000. 

Mr. Hopps was indicted last week by 
a Federal Grand Jury in 
two 


Baltimore on 
counts in connection with a 1958 
financial statement of the International 
Guaranty & Insurance Co. of Tangier, 
Morocco. It is alleged by the Depart- 
ment of Justice that more than $1,- 
000,000 of listed assets of that company 
are worthless. It is charged in the in- 
dictment that Mr. Hopps mailed false 
financial statements of the International 
Guaranty to the Maryland Insurance 
Commissioner and to the Ba timore Bet- 
ter Business Bureau in February, 1958, 
It is further charged that he “dominated, 
supervised, managed and controlled the 
business and affairs of the company 
in the United States.’ 

In response to these and other charges 
Mr. Hopps testified before the Senate 
Judiciary Antitrust Subcommittee that 
they are “unfounded.” He stated that 
his only affiliation with the International 
Guaranty and its predecessor, West In- 
dische Haverzekering Mattschappij, 
S. A., was as a broker and “paid ad- 
visor.” He further testified that he did 
not at anytime hold any benefician own- 
ership in International Guaranty or its 
predecessor in excess of 5%. 





Fire Losses in Uz S. Up 6.4% 
In June; 7.5‘ Drop in N. Y. 


Estimated fire losses in the United 
States during June amounted to $82,829,- 
OOO, an increase of 64% over losses of 
$77,867,000 reported for June, 1959, ac- 
cording to Lewis A. Vincent, general 
manager, National Board of Fire Un- 
derwriters. The June losses, however, 
are 4.7% below the May, 1959 total of 
$86,940,000. 

New York Board of Fire Underwrit- 
ers reports that fire losses in New York 
during June, assigned to its committee 
on losses and adjustments, totaled $2.- 
019,690, a drop of 7.5% from $2,184,785 
reported for last June. 

For the first six months NBFU es- 
timates fire losses in the United States 
of $573,971,000, an increase of 2.3% over 
the same period of 1959. This estimate 
includes an allowance for uninsured and 
unreported losses. 

In New York the losses for the first 
half of 1960 are estimated by NBFU at 
$14,365,135, an increase of 9.6% over the 
$14,617,219 reported \for the same period 
of 1959, 
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Novel Ad Campaign of NAIA 
Two Mutual Companied Fee 


LOCATED AT CONCORD, MAssfiPT. % 


Middlesex Mutual and Lynn Mutual jofiss”’s- E 
Feature Famous Minute Man Trade. fre-Comvé 
mark of the Companies ualty 

A new advertising series featuring the The, vat 


famous Minute Man trademark of thefimg will b 
Middlesex Mutual and Lynn Mutual Fire pening 
Insurance Companies soon will appear inf! juring < 

insurance trade journals. The campaignfe oith 
revitalizes the old and respected trade.pional As 


mark of these Concord, Mass. com. in Atlant 


° : ° ? 
panies, and also makes interesting pseper 26- 28 
of two columns of space. proup wil 

In each advertisement of the seriesfPlus Serv 


1 “live,” authentically-costumed Concordjwhich is 
Minute Man model will dominate an out- The © 
side single column on a righthand page|W hich W1 
Above such a caption as “The Minutevvention, 
Man is Still in Service,” he will pi (sided Ov! 
checking his powder supply, holding jPorter E 


musket, or performing some my con-lecitive ¢ 
temporary act. A second, smaller figure}ate Pres 
in the column will be dressed in iB. se Tucson, 
clothes, with his back to the reader,/acksonv! 
When the page is turned, the backing}, Wic 
column (or outside column on the fo'low-{!t. Gree: 
ing left hand page) will introduce “To- Columbus 
day’s Minute Man” as the dominant}boise, Id 
figure, performing a modern-day insur-pitt, Colo 
ance function, with his Revolutionary \, Pollar 
counterpart in the background. lso be 1 
The short copy quickly identifies “To- The f 
day’s Minute Man” as a Midd'esex Mu-}eam of 
tual and Lynn Mutual representative fiarris a 
and recalls the 134-year-old companies’ f'S, work: 
reputation for service to agents and pol- wumque a 
icvholders. It then makes the point that}over, Vv 
insurance agents today are using the proaches. 
service facilities of the “Minute Man{appeared 
Companies” to establish “stronger, bet-/@ agent: 
ter, more profitable relationships with acclaimes 
their clients,” the companies say and abil 
Middlesex Mutual and Lynn Mutual| lence. 
Fire are among America’s oldest mu- Property 
tual fire companies, the former being 
i Anothe 


incorporated in 1826 and the latter two 
years later. Since adopting the cash 
premium plan in 1855, they have main- 
tained unbroken records of dividend 
payments to policyowners, With modern 


portfolios of fire and casualty insur- 


the spec: 
insuranc¢ 
day afte 
conventic 
ing this 
from the 








ance coverages, the companies will use]”. 
the new ady ertising campaign as a start- -,* 
ing point for a complete revamping of} med & 
all their promotion material. ia 
The overall plan is to accentuate the |@%@ Sure 
modern image of the companies, with- | tur 
out sacrificing the traditional value of | ‘ssn | 
the “Minute Man” trademark. Jules L.]" - h 
Klein, advertising, Pittsfield, Mass. is Hin, eb 
currently producing a series of promo- see PD 
tional pieces for Middlesex Mutual and ge ' 
Lynn Mutual agents’ use. ine 
ELECT 3LADEN AND BLANCHARD | ""eakfas 
The New York Board of Fire Under- Nt 
writers announces the election of Ash- >. “ 
by E. Bladen, vice president, Aetna Fi + 
Insurance Co., as chairman of its com- pd a 
mittee on finance and as a_ director. held 
At the same time Lloyd Blanchard, as- Ay 
sistant vice president. Crum & Forster treakefa: 
Group, has been elected vice chairman org 
of the finance committee. wis 
SOUCY STATE AGENT IN N. H. 7“ 
Royal-Globe Insurance Group has § hy Sam 
named Oscar L. Soucy as state avent " Band Sy 
Concord, N. H. Since joining Rova- 
Globe in 1957, Mr. Soucy has been spe 
cial agent in Connecticut. CI 
PLEASURE BOAT BUSINESS H GH § Chap. 
Local agents in the Twin Cities area Insuran 
of Minnesota where the bulk of the § tecentl; 
state’s pleasure boating is done, report West ¢ 
business this year the best they have yet He : 
experienced, Liability insurance has BINA j 
been added to fire and theft as there f cal ‘oe 
have been numerous thefts of outboard ff office s 
motors and a few accidents involving advane 
speed boats. researc 
The boating season in this area is 2 ‘efore 
short one, only about five months, which & in 195g 
means that boat owners try to get the Mr, | 
most use of their craft. This makes for erford 
heavy traffic on lakes and rivers, esP& by his 
cially during week-ends and holidays. Crause, 


Joan, a 
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Feature Annual Meet 
AT ATLANTIC CITY 





n’s. Executive Committee to Hold 
e-Convention Meeting; Property-Cas- 
ualty Workshop Also Planned 





The various techniques of modern sell- 
ag will be discussed by Merrett-Adams 
t Institute’s crack sales team 
jing a full-day work shop session at 
the 64th annual convention of the Na- 


tradegional Association of Insurance Agents 
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, Atlantic City, scheduled for Septem- 
ber 26-28. This nationally known sales 
soup will place emphasis on the “Sales 
Plus Service Equals Success in the 60's,” 
hich is the convention theme. 

The executive committee meeting, 
which will be held prior to the con- 
22-24, will be pre- 
sided over by NATA Vice President 
Other ex- 
ecutive committeemen who will attend 
are President ‘Paul H. Jones, CPCU, 
Tucson, Ariz.; Cooper M. Cubbedge, 
lacksonville, Fla.; Howard N. Fulling- 
ion, Wichita, Kan.; Hayne P. Glover, 
Ir, Greenville, S. C.; Fred H. Johnson, 
Columbus, Ohio; Harry W. Poulson, 
Boise, Idaho, and Peter J. Walsh, Den- 
ver, Colo. Executive Secretary William 
\ Pollard and other staff members will 
iso be present. 

The featured Merrett-Adams _ sales 
ram of James T. Adams, William T. 
Harris and Larry Ronson will present 
its workshop on Tuesday, Sept. 27. In 
unique and dynamic fashion they will 
cover various sales topics and ap- 
proaches. This training team, which has 
appeared before many state and region- 
al agents associations, has been widely 
acclaimed for its hard-hitting approach 
and ability to reach and hold an au- 
dience. 


Property-Casualty Workshop Sept. 25 


Another program attraction will be 
the special NAIA property and casualty 
insurance workshop scheduled for Sun- 
day afternoon, Sept. 25, prior to the 
convention’s formal opening. Highlight- 
ing this new workshop will be reports 
from the chairman of NATA’s five tech- 
nical committees who this year have 
joined together into a conference sub- 
committee: Property, casualty, fidelity 
and surety, metropolitan and large lines 
and rural and small lines. During this 
session the audience will be encouraged 
to raise questions and enter the discus- 
sion. Agents will be able to direct trou- 
bling problems of their own to this 
panel, 

Two breakfast meetings are scheduled 
during the convention—an_ educational 
breakfast on Tuesday, Sept. 27, and a 
metropolitan and large lines agents’ 
breakfast om Wednesday, Sept. 28. 

A rural and small lines agents’ lunch- 
ton is scheduled for Tuesday. On Mon- 
day a new luncheon meeting will be 
held under the sponsorship of the local 
hoard and membership committee. These 
breakfast and luncheon meetings have 
ecome increasingly popular each year 
aid a large attendance is expected. 
The presidential ball will be held on 
Tuesday evening with music sunplied 
by Sammy Kave and his famed “Swing 
and Sway” orchestra. 








Chapman Brown Dies 
Chapman Brown, assistant secretary, 
Insurance Co. of North America, died 
recently at Chester County Hospital, 
West Chester, Pa. 

He began his insurance career with 
INA in Pittsburgh in 1938 as a spe- 
tal agent after attending INA’s home 
‘Mee school for agents. In 1957 he was 
advanced to manager of the rating and 
tsearch department, the post he held 
‘fore becoming an assistant secretary 
in 1958, ! 

Mr. Brown was graduated from Hav- 
erford College in 1935. He is survived 
WY his wife, the former (Catherine 
Crause, two daughters, Pamela and 
0an, and two sons, Eric and Mark. 








SEEK GA. FIRE RATE BOOST 





Bureau Files for Average Rise of 7.7% 
For Fire and Reduction of 3.3% 
For Extended Cover Rates 
The Georgia Inspection and Rating 
Bureau has filed applications with the 
Georgia Insurance Department for an 
average increase of 7.7% in fire insur- 
ance rates and for an average reduc- 
tion of 3.3% in extended coverage in- 
surance rates in Georgia. The proposed 
adjustments on fire insurance are based 
on the Georgia experience of the bu- 


reau’s member and_ subscriber com- 
panies for the six-year period 1953- 
1958. The year 1958 is the latest for 
which premium and loss statistics are 


available, 

“Fire insurance rates now average 14% 
below 1947 rate levels, despite the in- 
crease in cost of practically every- 
thing else,” stated R. P. Harris, man- 
ager of the rating bureau, recalling that 
there had been seven overall rate reduc- 
tions since 1947 before the burning rate 
became bad. “The bad burning rate 
in Georgia made a 15.9% increase neces- 
sary in January, 1958, the first general 
upward adjustment in 12 years, and it 
is now necessary to ask for an addi- 
tional rate increase to offset increased 
claim payments caused by the continued 
worsening of the burning rate,” con- 
cluded Mr. Harris. 

Specific rate changes contemplate that 
fire insurance rates for some construc- 
tion and occupancy classes would be in- 
creased, while others would be reduced, 
reflecting the burning record of the in- 
dividual classes of property. No change 
is asked on many classes of property. 
The rate changes asked would result 
in an overall increase of 7.7% or §$2,- 
632,697 annually, based on the fire in- 
surance premiums written in 1958. 

Insurance Commissioner Zack D. 
Cravey announced that a public hearing 
will be held on August 5, at 10 am., 
in the State Capitol Building, Atlanta. 





FIRE CHIEFS ANNUAL MEET 

Fire Chief George L. Holzschuh of 
Rochester, said here recently that some 
2.000 members of the International Asso- 
ciation of Fire Chiefs are expected to 
attend its 87th Annual (Conference to be 
held in this city September 12-15. Gen- 
eral sessions will be held in the War 
Memorial Auditorium, one of the finest 
convention and exhibition centers in the 
country. 


Danahy Goes to Bat 
On Commission Cuts 


UNDER PREM. DISCOUNT PLAN 





Brokers’ Assn. Counsel Cites N. Y. De- 
partment’s Recent Ruling; Validity 
Of its Implication Doubted 





A number of industry reactions have 
been received following the publicized 
ruling recently of the New York Insur- 
ance Department that insurance com- 
panies must decide by themselves how 
to compensate their agents and may not 
make adjustments based upon factors 
used by rating organizations in filing 
rates, 

The Department had advised four ma- 
jor insurance companies of its views on 
this issue which came to light when 
they reduced commissions following a 
revision by the National Bureau of 
Casualty Underwriters of the premium 
discount plan—New York. 

The Greater New York Insurance 
Broker’s Association has injected itself 
into this issue and through its general 
counsel, C. Joseph Danahy, has issued 
a statement containing the implication 
that the four aforementioned companies 
will be required to withdraw the com- 
mission cut they made. However, doubt 
is expressed in Bureau quarters as to 
the validity of this implication. It is 
pointed out that the Department has 
merely gone on record in stating, in 
effect, don’t use an action by the De- 
partment or the National Bureau as an 
excuse for cutting commissions. 

Mr. Danahy puts on record that ac- 
tually two complaints were made against 
the companies involved after they sent 
letters to their producers announcing the 
commission cuts. One was by the brok- 
ers against two companies and another 
by the New York State Association of 
Insurance Agents against two other 
carriers. 

He further brought out that in his 
complaint to the Department, made in 
late 1959, he had cited the Department’s 
own admonition in its letter approving 
the revised premium discount plan. This 
was: “That you explicity recognized 
that what any member or subscriber of 
your rating organization actually pays 
for its production costs is necessarily 
a matter for the individual company’s 
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determination.” 

Mr. Danahy also stated that he has 
called the Department’s attention to a 
cease and desist order issued iby the 
Insurance Commissioner of Oklahoma 
against a company for sending similar 
letters in connection with automobile 
liability acquisition factors in a revised 
rate filed by the bureau. 


Department’s Current Opinion 


The New York Department’s current 
opinion was given to Mr. Danahy in a 
letter dated July 1, from Newell G. 
Alford, Jr. Deputy Superintendent of 
Insurance. The letter contained the fol- 
lowing paragraphs: 

“In general, a company has no power 
to surrender to a rate making organiza- 
tion or to any of its competitors its 
responsibility for deciding how it will 
compensate an agent. As Superintendent 
Thacher pointed out last year during a 
conference with the officers of the State 
Agents’ Association, ‘under the Insur- 
ance Law the Superintendent has no 
power to regulate the commissions which 
an insurance company pays to its pro- 
ducers and the company is not required 
to limit its acquisition costs to the al- 
lowance included in a rating formula.’ 

“An insurer, therefore, is not on sound 
ground when it tells an agent that his 
commission must be either changed, or 
maintained, because a rating organiza- 
tion has made a filing in which, in ar- 
riving at the final result, it saw fit to 
use a formula providing for a certain 
allowance for production or acquisition 
cost.” 





Several Special Agents 
Named by The Atlantic Cos. 


The Atlantic Companies (Atlantic Mu- 
tual and Centennial) announced several 
additions to the staff. 

Donald N. Clark and Robert J. Du- 
buque, III, have joined the Syracuse 
office as special agents to service pro- 
ducers in central and northern New 
York State. 

Mr. Clark has had 20 years’ experi- 
ence in casualty underwriting and man- 
agerial work, most recently in the Syra- 
cuse area. Mr. Dubuque served for 
seven years as a fire special agent in 
upstate New York. 

Another staff addition is David P. 
Grav who has joined the suburban New 
York group as special agent servicing 
Westchester and other upper New York 
counties. He was formerly with another 
company and for nine years served as 
fire special agent in upstate New York. 
Mr. Gray replaces Nicholas Brusca in 
the suburban department who was re- 
cently transferred to the home office 
fire underwriting department. 


NYBFU Directors Named 


Harry J. Landen, Springfield F. & 
M. vice president, in his capacity as 
president of New York Board of Fire 
Underwriters. has appointed three ex- 
ecutives to the NYBFU board of di- 
rectors for 1960-61. They are Lloyd 
Blanchard. assistant vice president, 
Crum & Forster Group; Stuart H. Rich- 
ardson, resident vice president, St. Paul 
Fire & Marine, and Walter D. Sheldon, 
vice president, America Fore’s fire com- 
panies. ; 








OPENS OHIO VALLEY DIVISION 

Opening of an Ohio Valley division 
at Cincinnati on July 5 marked establish- 
ment of a tenth division by the 37- 
year-old General of America, Seattle. 
At first the new division is serving an 
area comprised of Ohio, Indiana and 
Kentucky, which have been part of 
General’s Central division headquarterd 
at ‘St. Louis. On next January 1. West 
Virginia will be added to the division 
from the Eastern division, headquartered 
at River Edge, N. J. 





BAUER HEADS LIONS CLUB 
Robert F. Bauer of Colonie, N. Y., who 
operates the Bauer Insurance Agency, 


has been elected president of the Colonie 
Lions Club. 
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How Agents May Derive More Profit 
By Successful Local Advertising 


How to get more benefits out of local 
advertising by agents was explained by 
Frank Schaffer, vice president of the well 
known New York advertising and public 
relations firm of Doremus & Co., address- 
ing the Alabama Association of Insurance 
Agents. Doremus & Co. handles the cur- 
rent million dollar-plus national advertis- 
ing campaign of the National Association 
of Insurance Agents and Mr. Schaffer 
calls on agents everywhere to tie in with 
local advertising so that the utmost bene- 
fits can be derived: ‘The Big “I” ts the 
NAIA symbol, which Mr. Schaffer says 
is becoming a “national image.” Telling in- 
dividual agents how they make local ad- 
vertising more successful Mr. Schaffer 
said : 

Advertising, if properly planned, will 
work for you as an independent agent. 
Using the Big “I” will make your ad- 
vertising job that much easier. Here 
are seven keys to successful local ad- 
vertising. They'll open. doors for you 
if you use them. 


Use Realistic Budget 


your individual advertising 
establish a realistic budget. 
First set a realistic goal for yourself 
in terms of what you want your ad- 
vertising to accomplish. Determine what 
type of business you particularly want 
to get—such as homeowner, automobile 
commercial—and what particular audi- 
ence you are trying to reach. Factors 
that will affect your advertising include 
the size of your town, the size of your 
own agency, the type of advertising 
media available in your locality, the type 
of audience your potential customers 
are, the degree to which you may be 
losing business to your competition, 
As a rule of thumb, plan to spend 

minimum of 3% of your commission 
income on all advertising — including 
your contribution to the national pro- 
gram. This figure is based on surveys 
that have been made of agents’ adver- 
tising budgets. A recent survey con- 
ducted by the NATA showed that in 
New York State the average agent who 
is a member of your Association spent 


Survey 
needs and 


3.4% of his commission income on ad- 
vertising, and in Connecticut the figure 
is 2.7 % 


Selection of Media 
Select the media that will work best 


for you. Here are some different choices 
in generally descending order of ex- 
pense: 


Television: Four filmed commercials 
are available in the NAIA tie-in kit, ‘A 
Colorado agent picked up a $7,000 com- 
mercial account as a direct result of 





FRANKLIN E. 


SCHAFFER 


this year’s cartoon commercials. “That 


made me stop and think,” the prospect 
said. 
Radio: You'll find a variety of radio 


scripts in the tie-in kit, designed for lo- 
cal use. A Kentucky agent has been ad- 
vertising on a same local news pro- 
gram for five years. He has commer- 
cials prepared on fire insurance which 


the station uses whenever there is a 
local fire in the news. The same for 
windstorm, burglary, and other news. 


Newspapers may be the medium most 


frequently used by agents. For this 
reason, the NAIA tie-in kit offers no 
less than 45 newspapers ads for local 
use. Many state associations use news- 
papers regularly. 


Outdoor posters: There are eight color- 
ful posters available’ in the NAIA kit. 
An agent in Mississippi says he gets 
most of his walk-in business as a direct 
result of two outdoor signs posted at 
the two main entrances to town. 


Direct Mail Leads 


Direct mail: An agent in New Jersey 
has been trying out a number of differ- 
ent types of media, and also different 
types of sales ideas to see which have 
the greatest pulling power. He’s now 
convinced that in this area the best way 
to get leads is through direct mail. He 

(Continued on Page 27) 
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Insurance Center of Hartford Sees 
Six Agencies Sharing One Office 


One answer to rising costs for operating 
insurance agencies and also to the problem 
of meeting cost competition of so-called in- 
dependent insurers has been found by sev- 
eral agents in Hartford, Conn., who have 
established an “Insurance Center,” a joint 
venture consisting now of six separate 
agencies sharing a single office. “The 
Messenger,’ publication of the Aetna In- 
surance Co., describes this move by pro- 
ducers to pool resources and gain cer- 
tain advantages thereby, as follows: 

It all began in 1958, when David 
Ashton, Edward Ward and Morley Gann 
explored the advantages of pooling their 
resources and yet retaining their indi- 
vidual entities. In September of that 
vear, the Insurance Center was born. An 
office site was selected which offered 
several advantages. It is next to a bank 
and stores, assuring a flow of traffic; 
it has a street location with a window 
for displays; and it has ample parking 
space. The young men signed a five- 
year lease, 

It was not long before other agents 
were attracted to the Insurance Center, 


which now includes six agencies, all of 
which represent the Aetna Insurance 
Co. The agencies are the Ashton-Bald- 
win Agency (David Ashton and Rex- 
ford E. Baldwin); Edward J. Ward, 
Insurance and Bonds; Anthony W. Erd- 
man Agency; James S. Grady Agency; 


The Kerin Agency (William J. Kerin & 
John J. Tanner); and Morley J. Gann 
Agency. 

It may be that this is not the first 
cooperative venture of this type in the 
insurance business; however, the idea is 
novel enough to have aroused inquiries 
from all over New England and even 
from other states. In reply to these and 
other queries, the agents list the follow- 
ing advantages of the Insurance Center 


Advantages Cited 


1. Operating costs are definitely low- 
er, Rent which is shared on a floor- 
area basis, is reduced for each agency. 
Clerical and stenographic costs are low- 
er because two or three agencies use the 
services of one stenographer. 

2. Other costs are reduced, such as, the 
cost per agent for subscribing to various 
trade journals, city directories, and oth- 
er publications, as these publications 
can be shared by all members of the 
center. Donations and contributions are 
similarly reduced, as far as the cost to 
agent is concerned. 


3. Advertising costs are reduced, The 
Insurance Center runs an advertisement 
once each week in a Hartford news- 
paper. While the advertisement features 
the name and emblem of The Insurance 
Center, it also lists the name of each 
individual agency. The advertisement 
measures two columns by about three 
inches, and this amount of space might 
be too costly for a small agency to run 
in a city the size of Hartford. Further- 
more, the pooling arrangement has en- 
couraged good advertising and_ sales 
ideas. “You'd be surprised with. what we 
can come up with when we start swap- 
ping ideas!” said one agent. 

The advertisements have been mainly 
instiutional in nature, and have helped 
create acceptance for the center and its 
agents. Now, more of the messages are 
devoted to “hard sell.” 


Gains for Companies 


Aside from the free exchange of ideas 
and the competition among the agen- 
cies, the Insurance Center has definite 
production advantages. The accumula- 
ted annual premium volume of the six 
agencies amounts to approximately $1,- 
200,000. The agents point out that the 
combined volume is a more attractive 
package to offer companies than the 
writings of any one agent. Thus, each 

(Continued on Page 27) 
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Herd Upholds American Agency System 


(Continued from Page 1) 


penses, taxes, administration and those 
items which might generically be termed 
the costs of raw materials, processing 
and wholesale distribution compare fa- 
yrably in the case of stock agency 
companies with the same items of cost 
in the aggregate with the so-called di- 
rect-writer competition, stock or mu- 
wal.” Mr. Herd said. 

“At times it seems to me that the 
paper pushing preoccupations of our 
iwsiness at all levels, but more partic:1- 
arly at the production, underwriting 
and claims levels, have stymied our 
gles efforts, opportunities and tech- 
piques to the point where a revolu- 
tionary reappraisal of the whole system 
is in order. 

Expense Savings Possibilities 


“There are undoubtedly many expense 

avings to be had through automation 
in one form or another and these are 
presently far beyond the drafting board 
stage in many property and casualty 
companies, including our own. Research 
isa trite term worn threadbare in our 
business, To the extend that research 
can be employed in analyzing our mar- 
ket problems, our underwriting prob- 
lms, our accounting, statistical and 
banking problems, it must be employed 
and relied upon by insurers, collectively 
and individually. 


Attitude Toward Competitors 


‘May I sum up our attitude toward 
our competitors—direct writers and oth- 
erwise—by suggesting that those of us 
who still remain in rating bureaus and 
trade associations have today just about 
the same latitude to meet the competi- 
tion as have the so-called ‘independents.’ 
Some of us are exercising this latitude 
step by step and intend to leave no 
stone unturned which will place our 
type of insurer where it well deserves 
to be by any rigid competitive yard- 
stick one might wish to apply—price, 
prot, performance and _ permanency. 
May I repeat that, in my opinion. the 
business of insurance is the competitive 
enterprise system at its best,’ Mr, Herd 
stressed, 

_“As to our own companies, I am con- 
fident that our destinies are largely in 
our own hands, 


Prospective Earnings 


‘With reference to earnings in 1960,” 
Chairman Herd stated “that of the pe- 


‘tiod of punishment in our reserve pic- 


ture is behind us as to claims and claims 
expenses, and the unearned premium 
reserves are not materially affected fur- 
ther by substantial increases in the vol- 
ume of term installment business I 
would expect Continental to earn an 
operating income between $4.00 and 
900 per share during the calendar 
year 1960. Next year’s earnings should 
reflect even greater improvement. There 
should be no question but that our rec- 
ord of uninterrupted dividend payments 
extending from 1853, the year of Con- 
tinental’s incorporation, will be main- 
tained, 

“As announced in our report to stock- 
holders for 1959 we embarked late in 
99 upon incentive automobile insur- 
ance program. It is a competitive weap- 
on designed to enable us to obtain a 
lair share of the profitable automobile 
market, The progress to date has been 
gratifying and the experience developed 
'o date has been favorable. We are 
currently expanding the operation into 
additional states as rapidly as possible. 


Underwriting Profit Necessary 


4 
niowever spectacular the business of 
Tance in action might be, the profit 
motive must prevail if we are to per- 
Ag progress. Management should 
6M epenshed with anything less than 
pr ting €rwriting profit on its property 
ae mes on an average, and something 
= an that, say '% perhaps, on an 
sane on the traditional casualty in- 
tine s including workmen’s compensa- 
» Mr. Herd declared. 


It is difficult. to glamorize the sale 


or purchase of property or casualty in- 
surance protection. The pleasure princi- 
ple has not yet successfully been em- 
ployed. The purchaser of property casu- 
alty type of insurance cannot see it, 
taste it, feel it, or realize upon it, ex- 
cept through misfortune. If he buys in- 
surance year after year and collects no- 
thing in the way of claims or losses 
he is prone to feel that he has made 
a poor investment. The intangible values: 
such as peace of mind which ought to 
go hand in hand with an adequate in- 
surance program should not be too 
difficult to ‘sell,’ and a way must be 
found. 


Public Relations Development 


“T should feel remiss if I failed to 
observe that our business for several 
generations has had a tendency to be- 
come ingrown—not smug, but not well 
and favorably known outside our own 
ranks. Politically we lack understand- 
ing at the municipal, state and national 
levels. In these fields I am sure that we 
must set out to earn the hard way the 
respect and understanding of those who 
would be only too eager to help those 
of us who are willing and able to help 
ourselves, 

“Tt is true that we have salaried staff 
experts who are doing yeoman service 
on our behalf but there are certain 
functions to be performed and certain 
responsibilities to be discharged which 
ought to be done only by the operating 
heads of companies if we are effectively 
to serve the public interest and there- 
by do our best job of stewardship for 
our shareowners. 


Pressing for Adequate Rates 


“Another area closely related to public 
relations but in a class by itself is our 
failure as an industry to inform the 
public objectively as to our urgent neces- 
sity for rate increases from time to 
time. There is no reticence on the part 
of other regulated industries, monopolis- 
tic or otherwise, in going to the pub- 
lic direct to state their respective cases 
whenever their rate of return falls be- 
low a fair and reasonable level,’ Mr. 
Herd pointed out. 

“In this department it is not too much 
to hope that the newly formed I, I. I.— 
Insurance Information Institute—will ef- 
fectively encompass such vital publici- 
ty within the scope of its other import- 
ant functions. Individual companies 
must help in every way possible and 
proper to create favorable climates for 
rate adjustments as needed. You might 
construe any success in such efforts 
as a long step toward a remedy of an 
old problem which has been an especial- 
ly agonizing one recently in several 
states where time lags between applica- 
tions for increases and their approval 
have been very burdensome and ex- 
pensive to insurers. 

“However, it would be a form of com- 
petitive suicide to expect or attempt to 
bury our mistakes through the expedi- 
ent of raising rates without first treat- 
ing those causes of underwriting deficits 
to the extent that such causes are sub- 
ject to internal corrective remedies; that 
is, those that are within our control 
and which can be effectively applied in- 
ternally.” 





N. Y. Agents Oppose 


New Homeowners Filing 
The New York State Association of 
Insurance Agents has asked the New 
York Fire Insurance Rating Organiza- 
tion to withdraw its filing for the latest 
revision of the homeowners’ policies, and 
has asked the New York State Insur- 
ance Department to decline to approve, 
or withdraw approval, for filings more 
restrictive in nature than the present 
A, B, and C policies, which filings would 
have rates based on lower acquisition 
costs. The revised homeowners filing 
was made in New York some months 
ago but the Department has taken no 
action yet. 
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New Marketing Opportunities For 


Improving Agency Profit Structure 


By Dr. Epwin S. OvERMAN 


Assistant Dean, American Institute 


For Property and Liability Underwriters, 


Dr. Edwin S. 
Liability Underwriters, 


Overman, 


Inc - 


assistant dean of the 
at Philadelphia, presented a scholarly address on new 


Inc. 


American Institute for Property and 


opportunities in marketing for improving the agency profit structure before the 1960 


annual convention of the New York State 


Association of Insurance 


Agents. His analysis 


of the marketing situation and his recommendations for business development are pre- 


sented in several installments, with fF 


PART I 
Thus far in 1960, our gross national 
product is running at a rate of over 500 


billion (or trillion) dollars per year. 
If an annual growth rate of 5% 1s as- 
sumed, the American economy will reach 


730 billion (or % trillion) dollars gross 
national product in early 1969. In other 
words, nine years from now, we will 
have increased our annual output of 
goods and services by 50% over the pres- 
ent production rate. Thus, if insurance 
services keep pace with anticipated eco- 
nomic expansion of the rest of the 
economy—and there is no reason to as- 
sume otherwise—then sales of insurance 
(i.e. premiums written) in 1969 will be 
running at a rate 50% higher than this 
ear 

With $8.6 billion ._premiums written 
in 1959 by all stock fire and casualty 
companies and with all other companies 


producing premiums of about $3.4 bil- 
lion, then total fire and casualty insur- 


ance premiums written in 1959 amounted 
to approximately $12 billion, Thus, by 
1969 a 50% increase in these annual pre- 
miums will produce an additional 6 
billion dollars of premiums to be written 


every year. Moreover, this does not 
include those new developments in the 
field of family finance which are sure 


to add untold volumes of new business to 


insurance agencies in the future. Thus 
the future opportunities open to insur- 
ance and family finance agencies in the 


future appear almost boundless 
Fear of Increased Competition 


Throughout the land, there seems to 
be a growing fear or pessimism by agents 
concerning the profitability of the agency 
business in the future. Complaints in- 
clude such matters as the increase 
in the complexity of the business, the 
growing competition from the specialty 
companies, the decline in the commis- 
sion rates, the higher costs of doing 
business, the shortage of qualified agency 


personnel and many others. There ap- 
pears to be a “general feeling” on the 
part of many insurance producers, per- 
haps arising primarily from the recent 
intensity of competition, that the future 
for the agent or broker is rather dis- 
couraging. They appear to have fallen 
victim to the fallacy that when their 
competitors grow larger, they auto- 
I atically become smaller 


In other words, if competition takes a 
| and larger piece of the “common 
pie,” then obviously there would be left 
piece for them. This line of 
reasoning might be referred to as the 
“fallacy of the static whole.” That is to 
even though competitors may be 
getting larger the insurance 
“pie,” it is possible for everyone else 
to get a larger piece also This results 
from the simple fact that the pie is get- 
arger every single year—at least 
ger by 1969; to say nothing of 
vast new areas of business yet un- 
tapped in the newer field of family 
finance 

It would seem to appear, therefore, 
that the agent has often times focused 
too much attention on business already 
on the books; business which he has 
acquired in the past. Probably a health- 
ier and more rewarding approach in the 
future will result from concentrating 


arger 


11 
a smaltier 


say, 


1° . 
Slices ot 


{ 


art I following : 


attention—more and more—on new busi- 
ness opportunities in areas just begin- 
ning to open, on the various new meth- 
ods of marketing existing coverages and 
by specializing in those fields of insur- 
ance which recent studies reveal have 
_ “highest” returns per hour spent- 

. the vast field of commercal insurance 


Meneninie Field of Family Finance 


The progressive agent will thus be 
primarily interested in ways and means 
of adjusting his operations and activities 


to move into new areas of business 
opportunity. One of the newest fields 
beginning to open for the property- 


casualty agent is family finance. 

This new field of profitmaking no 
doubt came about as a result of the 
shift in buying habits of the American 
consumer. There would appear to be 
“three” distinct phases in the develop- 
ment process which led the property- 
casualty industry to expand into this 
new field of endeavor. 

First of all, the universal adoption of 
the multiple line concept seemed to open 
new vistas to the property-casualty in 
dustry. Agents and company men alike 
began to have their perspectives broad- 
ened and their horizons expanded. Thus 
the way was clear for the next phase 
in the broadening process, It would 
seem logical that the next step in the 
evolutionary process would be the all 
lines approach -sometimes reterred to as 
the multiple, miultiple-line approach— 
which embodied the field of lite insur- 
ance. 

Finally, a rather recent trend appears 
to have replaced the all lines approach. 
This multiple, multiple-line approach has 
given way to the complete one-stop 
shopping concept which embraces, in 
addition to life insurance, the non-insur- 
ance but related areas known as family 
finance, Thus with the establishment of 
one-stop selling, the evolving, branch- 
ing-out process appears to have reached 
its logical conclusion. 


Financing For the Automobile 

One of the early reflections of the one- 
stop shopping concept’s expansion into 
the broader field of family finance was 
evident when agencies in some areas 
began to arrange, generally through 
local banks, financing facilities to pro- 
vide consumer loans to their insurance 
clients in order to finance new automo- 
biles. At about the same time, one of 
the specialty companies observed from 
their consumer research studies that 
individuals tended to buy their insurance 


for their automobile at the same place 
where they obtained financing. In other 
words, consumer studies revealed that 


tie-in buying between services of a some- 


what similar nature had become the na- 
tural preference in the buying ‘habits 
of the American public. 

Shortly thereafter was born the first 


automobile finance company operating 
as a subsidiary to the parent automobile 
insurance company. Since that begin- 
ning, several insurance companies have 
separate companies offering automobile 
finance facilities. As the one-stop ship- 
ping concept catches on and flourishes, 
no doubt most of the major companies 
dealing in automobile insurance will 
provide such handy finance service just 
as the major automobile manufacturers 


early saw the wisdom of providing a 
separate corporation offering automobile 
finance and, more recently, automobile 
insurance. 

After the development stage is reached 
whe reby most insurance comp nies offer 
automobile financing, the next logical 
step will—no doubt—be the arrangement 
of simplified “packaging” which will pro- 
vide the insurance coverage and the 
financing in one easy-to-pay monthly 
installment, 


Mortgage Finance for the Home 


Providing mortgage money through 
insurance agencies has existed in many 
areas for years. Perhaps the origin 
of this “tie-in” practice could be traced 
to the fact that mortgage lending agen- 


cies early in their operations saw the 
“logic” of providing insurance service for 
their clients desiring to borrow funds 


to finance a home. Thus it is that more 
recently insurance agencies, for the same 
logical line of reasoning, have seen the 
wisdom to provide mortgage facilities 
(generally arranged through a bank) to 
assist their clients in obtaining needed 
funds to buy a home and then tie-in the 
necessary insurance to protect the 
mortgagee and the mortgagor. 

One all-lines (fire-casualty-life) insur- 
ance company recently created a mort- 
gage finance company within its parent 
insurance organization so that invest- 
ment funds available from their life in- 
surance company could be channeled in- 
to the new mortgage subsidiary in order 
for purchasers of homes to obtain the 
necessary financing from them and, at 
the same time, tie-in their property- 
casualty needs. 

As the move continues for property- 
casualty companies to organize new life 
companies or acquire ownership in going 
life concerns, readily available loanable 
funds from the new life company will 
logically result in expanded mortgage fa- 
cilities obtainable through their agents 
and likely tied together in a simplified 
monthly payment package. According to 


one noted insurance writer in the trade 
press, “We have begun what promises 
to be an unusually lucrative investment 


opportunity for life insurance money. At 
the same time, such an opportunity offers 
to the purchasers of insurance readily 
available mortgage financing which pre- 
viously had been hard to find and diffi- 
cult to obtain.” 


Life Insurance Service Offered by 
Local Agents 

Offering of life insurance facilities by 
property-casualty agents is a further 
reflection of the one-stop shopping ex 
tension into an area formerly 
to the exclusive life agent. 
pleted by Life Insurance 
agement Association 
revealed that 122 
surance companies 
ates. No doubt 


reserved 
\ study com- 
Agency Man- 
about a year ago 
property-casualty in- 
now have life affili- 
this figure is much on 
the conservative side the past 
year has seen so many affiliations and 
mergers of life companies with fire-cas- 
ualty companies. 

T hus with the growth in life insurance 
affiliations, the prope rty-casualty agent 
now has the opportunity to offer ‘his 
clients new and broadened service. He 
can now offer coverage to the family 
against the untimely death of the bread- 
winner ae nae to in life insurance as 
“protection”) and, at the same time, the 
chance for the family to build up ‘cash 
reserves (referred to as the “savings” 
element) for emergencies and eventual 
retirement. We therefore have a further 
example of the “broadening” concept 


since 


characterized by the one-stop selling 
approach, 

In spite of the strides made in the 
sale of life insurance in the past 20 


years, gross under-insurance would seem 
to tvpify the 1960 life insur ance scene. 
With several million new “family starts” 
in the 1960s resulting from m: rriages of 
the Second World War “crop” of chil- 
dren, it would appear that a vast, un- 
tapped market for life coverages is 
awaiting the insurance producer. 


Opportunities in Accident and Sickness 


Insurance 
Probably the most rapidly growing 
field of insurance today, in terms of 
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premium volume, is the field of healt! 
coverages. Moreover, increased pres. 
sures are being exerted daily on th 
federal government to provide govern- 
ment health insurance, especially for the 
aged. Increases in the for dor- 
tor’s care, drugs of all kinds, and hospi- 
tal expenses are highlighting, as never 
before, the need for insurance to handk 
these growing financial burdens on th 
family budget. 

Yet in spite of this need for insurance 
against accidents and sickness, this field 
like life insurance, must be sold throug! 

“face to face” contact. In other words 
this is not a form of insurance in which 
the client seeks out the agent. 

A relatively new field of health coy 


costs 


erage which is expanding at an esp 
cially rapid rate is that of major med 
ical. This form of insurance is designe 


to cover the so-called “catastrophic 
losses from accidents and sikness. Wher 


this new form of protection is super 
imposed on “basic” coverage which i 
designed for the so-called normal 

nominal accidents and disease, the toni 


ily will thus have protection for minor 
set-backs as well as major catastrophies 
If a choice must be made, because ¢ 
financial reasons, between the regula 
type of accident and sickness insurance 


and major-medical (cat astrophic) pro 
tection, the latter form of coverage fo: 
the typical family would likely be ad 
visable. 

(To be Continued) 


Mass. Homeowners’ Rate 


On Commissions Lower 


When Milton G. McDonald, chiei 
actuary of the Massachusetts Insurance 
Department, stated recently that a 
average commission of 36.8% was pail 
by stock agency companies in Massa 
chusetts for homeowners risks in 19 
he based his conclusions on premium 
earned rather than on premiums writ 
ten. This tends to increase the percent: 
age of commissions paid. Using prem 
ums written as the basis for calculation 
it seems that the commission rate woul 
drop to around 25% which is in lin 
with the general average paid on suc 
business. 





Hanover Names Williams 


State Agent in Florida 


The Hanover Group announces 4p 
pointment of Thomas J. Williams as sta! 
agent in Florida with headquarters ™ 
Tampa. Mr. Williams has been in 
home office of the company a‘ New Yori 


for several years, both in the fire under 
writing and casualty departments 
will represent the Hanover and ™ 


Fulton as state agent for the entire state 
Finley Tucker & Brother, Inc., genet 
agents, will continue to represent U 


Illinois Underwriters department of ! 
in Florida, 


Hanover 
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fireman’s Fund Changes 
In Eastern Department 


LAMPREY’S DUTIES EXPANDED 


Hawkes Transferred to New Haven; 
Whitehead Special Agent; Galvin 
Special at Buffalo, N. Y. 


Several changes | in personnel are an- 
nounced by the Fireman’s Fund. In the 
Fastern department, Special Agent 
Leonard L. Lamprey has_ broadened the 
scope of his responsibility by taking 
over supervision of the territory form- 
erly handled by State Agent Russell W. 
Hawkes. Mr. Lamprey’s headquarters 
are in The Fund’s new Washington 
pranch office, 2001 Wisconsin Avenue, 
yW. A direct tie line has been estab- 
ished with the Baltimore service office 
jor the convenience of those agents who 
have been accustomed to dealing with 
that office and will enable them to con- 
tinue on that basis. 

Mr. Hawkins is being transferred to 
The Fund’s New Haven office where 
he will supervise fire operations in Con- 
necticut. He has been with The Fund 
since 1952. Mr. Lamprey joined The 
Fund in 1952 following graduation from 
Colby College in Maine and service in 
the U. S. Navy. For the last four years 
he has had fire supervision of the Wash- 
ington branch office territory. 

Coincident with this change in field 
supervision is the appointment of David 
A. Whitehead as special agent assisting 
Mr. Lamprey. Mr. Whitehead joined 
The Fund in 1958. Following completion 
of a specialized training course, he was 
assigned to the Washington office in 
1959, where he has handled various un- 
derwriting and field assignments. 

James L. Galvin has been appointed 
special agent in the Buffalo, N. Y. office. 
He attended Oswego State Teachers 
College, served in the U. S. Navy and 
had previous automobile underwriting 
experience before joining The Fund in 
1956 as an auto-casualty underwriter in 
the Syracuse office. He became senior 
casualty underwriter in 1958 and in this 
capacity serviced agents’ accounts and 
handled field assignments. 


Changes in the South 


Charles D. Myers, formerly superin- 
tendent of the Memphis claims division 
of Fireman’s Fund, has been transferred 
to the Southern department at Atlanta 
where he will serve as administrative as- 
sistant to G. L. Carter, Group claims 
manager. 

Mr. Myers will be succeeded by W. 
Howard Baker who, for several years, 
has been connected with The Fund’s 
Memphis claims division. Mr. Baker at- 
tended the University of Tennessee, is 
a graduate of the Vanderbilt University 
Law School and a member of the Ten- 
nessee Bar. 

William W. Lane has been appointed 
auto and casualty underwriter in the 
Jackson, Miss. office succeeding Thomas 
|. Avery. Mr. Lane is a native of Union, 
Miss., and obtained his master’s degree 
irom the University of Mississippi in 
1958. Since that time he has undergone 
extensive training in The Fund’s Atlanta 
office as well as completing the auto- 
mobile and casualty school at the home 
office in San Francisco. 





Va. Compact Car Cuts 
The Virginia State (Corporation Com- 
mission has authorized a 10% reduction 
in liability and collision insurance for 
compact cars on new and renewal pol- 
es written after August 1. The re- 
ductions will apply only to compact cars 
and not to sports cars. After October 1, 
the discount will apply to any policy for 
‘compact cars no matter when written. 
N spelling out which cars would be 
covered under the compact discount, the 
Said such vehicles must not exceed 
2750 FOR price, 125 brake horsepower, 
manufacturers’ specified weight of 3,000 
rounds, and overall length of 200 inches. 
he discount further will be effective 


= on 1955 or later models of compact 
Ts, 


November Kickoff Month for 
NAMIA’s Nat'l Ad Project 


Mutual fire and casualty agents and 
their companies have chosen November 
as a kickoff month for a concerted na- 
tional advertising effort, designed to 
inspire the use of more advertising and 
to promote the use ‘of the official 
NAMIA emblem, the Mounted Warrier. 

J. Wallace Aggett, secretary of the 
Atlantic Mutual Fire of Savannah, is 
chairman of a committee spearheading 
the program. Other members are Agents 
Frank Baker of Hickory, N. C.; Allen 
Elliott of New Haven, Conn., and Tom 
Stang of Jacksonville, Fla. 

Working in several areas, the com- 
mittee’s advance efforts have involved 
asking key members of the 34 mutual 
agents’ associations to call on their par- 
ticular companies for support on this 
project. Reportedly the companies are 
showing enthusiasm and are agreeing 
to cooperate. 

The latest issue of “Mutual Review,” 
official organ of NAMIA, is devoted to 
advertising in preparation for this ef- 
fort. The National Association booth 
at its annual convention in October will 
feature highlights, and each of the states 
will be asked to have a speaker on the 
subject. 

‘NAMIA believes that this will be the 
most comprehensive effort undertaken 
to date by the mutual agency industry 
as a joint company-agent project. 


Six Agents Share Oifice 


(Continued from Page 24) 





company in the office is represented by 
all of the agents and enjoys more volume 
and a better spread of risks. 


These factors have made _ possible 
several general agency contracts and 
contingent commission arrangements. 


While The Center is not a legal entity 
and is backed up by no written agree- 
ment, it is licensed as an ageny and 
the name is registered. A master con- 
tingent commission is paid to The In- 
surance Center which, in turn, distrib- 
utes the earnings among the members 
according to their production perform- 
ances. 
Have Own Finance Unit 


Another novel and interesting idea is 
The Insurance Center Budget Com- 
pany. The six agencies have actually 
formed their own finance company for 
insureds who are not in a position to 
pay premiums in one lump sum. Not 
only does this eliminate delinquent ac- 
counts, it also provides added income to 
the agencies. Under the plan, the in- 
sured pays 20% of his premium down, 
the balance being financed over a ten 
month period at 6% interest. Income 
from interest is put into a capital fund 
which is shared by the agencies. 

The only area where the agents thave 
not been able to reach complete agree- 
ment is that of acounting. Although 
attempts were made to introduce cen- 
tralized accounting, the results were not 
entirely satisfactory, and each agency 
has its own system. They hope, how- 
ever, to find a way of getting together 
in this phase of their operations. 

Decision are based on the majority 
rule, all matters of policy being sub- 
mitted to a vote. The agents point out 
that the lack of any written agreement 
and the informality of the arrange- 
ments makes compatibility essential. So 
far, the members of The Insurance 
Center have been fortunate in settling 
all of their differences and working in 
harmony. Not only have the agencies 
enjoyed and profited from their first 
two years, they are looking forward to a 
continuing good relationship. 





NEW LABORATORIES’ LISTS 

Underwriters’ Laboratories, Inc., Chi- 
cago, has issued three of its important 
equipment lists. The Electrical Con- 
struction Material List contains 440 
pages, the Electrical Appliance and Util- 
ization Equipment List 404 pages and the 
Hazardous Location Equipment List 106 
pages, 


Schaffer’s Ala. Talk 


(Continued from Page 24) 


tried three different approaches, each 
time with a mailing to 1,600 prospects. 

First he tried an approach based on 
increased limits for automobile insur- 
ance, which produced 19 replies. This 
is below average for direct mail, but 
several of the respondents were All- 
state policyholders. Next he offered the 
“Eight Facts” booklet from the 1959 
tie-in kit, and received 85 replies — an 
above-average return. Finally he of- 
ered a “Household Inventory” folder 
provided by one of his companies. Re- 
sult: 172 replies, for a spectacular re- 
turn of almost 11%. 

The Yellow Pages of your telephone 
book: under the NAIA national adver- 
tising plan, it is easy for local associa- 
tions to advertise under the Big “I.” 
Last year the number of local boards 
using the yellow pages increased 67% 
throughout the country. An agent in 
a small ‘Florida town averages 100 new 
customers a year as a direct result of 
his classified phone advertising. 

Then there’s reminder advertising of 
every description, blotters, key chains, 
pens, window displays of every size, book 
matches. 


Repeat Advertising Regularly 


Repeat your advertising regularly 
throughout the year. The most effective 
advertising is continuing rather than 
sporadic. This is one reason for es- 
tablishing am annual advertising budget. 
By spacing your advertising throughout 
the year you will continually remind the 
public of your name and services. Also, 
repeat the same ideas and even the 
same ads several times during the year. 
Sometimes the fourth or fifth impression 
of an ad—or of a selling point—is the 
one which actually convinces the pros- 
pect. 

There are regular monthly magazine 
ads now appearing under your national 
advertising program. Several states like 
Florida and Connecticut now run the tie. 
in versions of these ads in newspapers 
on a regular schedule. This is a good 
way of reinforcing the national adver- 
tising at the local level. Tennessee has 
for a number of years run a regular 
planned state-wide campaign, Their ads 
appear at regular intervals in news 
papers and on television throughout the 
state. 

Use the Big “I” seal and the nationa\ 
advertising themes as often as possible 
By doing this you benefit directly from 
all the national advertising and so re- 
inforce your own advertising. Every 
portion of your personal advertising pro- 
gram should incorporate the NAIA seal. 
There’s plenty of material in each 
year’s tie-in kit to help you do this. 


Reasons for Buying Through 
Independent Agent 


Here are 12 reasons for buying insur- 
ance through an independent agent: 

1) The independent insurance agent 
represents his client first. 

2) He represents not one but several 
companies. 

3) He is professionally trained. 

4) He is available day and night. 

5) He helps with claims. 

6) He gives continuing service. 

7) He handles all types of insurance. 

8) He knows local conditions, 

9) He is alert to new developments. 
10) He insures through strong, reliable 
companies. 

11) He is backed up by over 100,000 
NAIA associates throughout the country. 
12) The great majority of people buy 
car and home insurance through an in- 
dependent agent. 

We could. cite literially thousands of 
cases to show how agents and associa- 
tions are using the Big “I” material. 
The Norwalk, Conn., Association, for 
example, uses the local paper to tie-in 
directly each month with the nationa! 
ad appearing that month. The Kokomo, 
Ind., board takes a full page news- 
paper advertisement with pictures of 


local members in the form of a Big 
a ” 


Plan the timing of your advertising 





Re-elect Gallagher Pres. 
Of Indiana Institute 


Edward P. Gallagher, executive vice 
president and general counsel for Amer- 
ican States, was re-elected president of 
the Insurance Institute of Indiana at its 
annual meeting in Indianapolis. Elected 


third consecutive terms with 


him were the other officers: Horace 
H. Tudor, vice president and general 
counsel of Indiana Lumbermens, as vice 
president; William P. Cooling, president 
of Indiana and Consolidated Insurance 
Companies, as treasurer, and Jack J. 
‘Rosebrough, general counsel of Farm 
Bureau, as secretary. 

Serving with these four men are O. O. 
Allen, secretary of State Auto, and Carl 
M. Russell, president of Meridian Mu- 
tual, on the executive committee. 

The board of directors, made up of 
presidents or board chairmen of 18 
major fire and casualty companies dom- 
iciled in Indiana, also re-elected Allen 
Dale as executive vice president. 

The Institute leaders have spoken to 
more than 350 club meetings in Indiana 
during the two years of its operation 


to serve 


and discussed with business leaders of 
the state problems confronting both the 
public and the insurance industry. 





carefully. Timeliness is a vital asset in 
any advertising. Have your local ad- 
vertising coincide with the national ad- 
vertising, If you can relate your mes- 
sage to some local or seasonal event, 
so much the better. The first advertise- 
ment in the 1960 NAIA campaign ran 
in Life magazine in March. It was one 
of the best read insurance ads ever to 
appear in that magazine! Many agents 
and associations have used the tie-in 
version of this ad in their local news- 
papers. One agent pasted in his own 
name and address in copies of Life 
magazine, and left them in offices around 
town. 


Ad in “Look” September 27 


A special three-page advertisement 
will appear in Look magazine, issue of 


September 27, listing all subscribing 
agents. The Des Moines Association 
has already adapted this hard-hitting 


ad for use in their local newspaper 

Premium budgeting is one subject that 
has proved effective for individual 
agent’s advertising. A large agent in 
Texas spends a substantial amount on 
advertising each month. Over the past 
two years alone, this advertising has 
produced 4,500 new customers! For most 
of this period he has concentrated on 
the one selling idea which proved most 
fruitful: premium budgeting. 

Some agents have had success with 
ads on insurance to value. Some stress 
higher limited in their own advertising. 
A young agent in Virginia, who is just 
getting started, has gone after assigned 
risk business in local radio and news- 
paper advertising. Special circumstances 
in his state make this business profit- 
able for the agent, The approach he 
uses is “Are You Having Trouble Buy- 
ing Insurance?” Now, most of you 
would not go after assigned risk ac- 
counts, but this agent has more than 
paid for this advertising in businéss re- 
sulting directly from this approach. 


Make 


Follow up all advertising with per- 
sonal calls. The National Association 
advertising and your local advertising 
together will help pre-sell the public 
on the advantages of doing business 
with an independent agent. Of course 
you will still have to develop leads your- 
self. Your personal follow-up will al- 
ways ‘be needed to make the sale. 

A California agent has been adver- 
tising consistently in newspapers for 
ten years with increasing success. Most 
of his ads are in the form of questions 
with a large, dramatic question mark. 
This question mark has become his spe- 
cial property, so much so that when- 
ever another advertiser uses a question 
mark this agent’s customers call up to 
tell him his trade mark is being stolen. 


Personal Calls 
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New Inland Marine 
Club Formed in N. Y. 


HUGH B. WARD PRESIDENT 


Known as the IMPS, It Starts With 
30 Members; to Stress Good Fellow- 
ship, Exchange of Views 
marine organization, 


A new inland 


called the Inand Multiple Peril Society, 


recently launched under favorable 


in N. Y. 


president is 


was 
auspices 
30 Its 


with a paid membership 
Hugh B. Ward, 


manager of the homeowners department 





HUGH B. WARD 


i the Corroon & Reynolds Group, and 
l ythicers are 

John C. 
Robert E. 
rine manager in the New 
American Insurance Co., 

At its second 


July 19 at the Beekman 


John F. Lane, 


Weghorn Agen- 
Rudy, ma- 
York office of 
treasurer. 


cy, secretary, and 


monthly meeting, held 


Cafe at 15 





Beekr nan St., New York, the Society, 
popularly referred to as the IMPS, dis- 
ributed to its members for review and 


study the constitution and by-laws which 
‘ommended by the by-laws 
They will be acted upon at 
on August 16 
made and 
appoint an annual outing 
-hester of Winchester Associ- 
app mated to organize a golf 
which _ “y ly take place 
ember Det led plans and date 
he ting will iw announced prior 
he IMP S’ At igust meeting. Guests 
 memers ] Py. invited to attend. 
President Wa ar this week 
hat the Society has formed for 
good fellow- 
media for the 
and opinions 
marine and multiple 
Membership is open 
ompany underwriters and loss ex- 
j insurance agents, loss 
inspection agency men. 
Regular monthly luncheon meetings will 





ave been re 
ymmuttee 


y 
7 
70 


seconded 
committee. 





announced 
been 

promoting 
ship and to serve as a 
exchange of experiences 
inland 


-Trages 


ye of 








e held the pod Ringe vs each month 
at 12 noon. Initiation fee is $2.50 and 
annual dues are $5 
Hugh B. Ward’s Background 
Hugh B. Ward, president of the So- 
iety as served Corroon & Reynolds 
Group for the past five years as man- 


homeowners 
principally administra- 


ager of its home office 
department with 


Talks to Marine Forum 
On N. Y. Port Losses 


Measures taken by the Waterfront 
Commission of the (Port of New York 
to reduce theft and pilferage losses were 
discussed by Miles Ambrose, executive 
director of the commission, at the 
monthly meeting of the American Ma- 
rine Insurance Forum on July 12. Mr. 
Ambrose emphasized the deterrent effect 
on thievery of the commission’s powers 
in licensing longshoremen. He pointed 
out that the commission’s policies had 
reduced the number of casual laborers 
working on the docks, thus increasing 
the annual average of employment and 
annual income of regular longshoremen. 
The result of this licensing program had 
been to weed out longshoremen with 
known criminal records, while higher an- 
nual incomes for the remainder tended 
to reduce the temptation to steal. 

Mr. Ambrose also discussed the deter- 
rent effect of commission patrols in the 
dock area, and the regular investigative 
work of his agency in the reduction of 
pilferage and theft. 


Justin N. Tierney, president of the 
forum whose members are younger 
marine underwriters, introduced the 
speaker. 





Withdraw Congo War Risk 
Rates; on Day-to-Day Basis 


Decision has been reached by marine 
underwriters to withdraw cargo war risk 
insurance rates on shipments to the 
Congo due to unsettled conditions there. 
Until the situation clears up they will be 
quoted to shipping lines only on a day- 
to-day basis. 


Defend State Regulation 


(Continued from Page 22) 





committee majority. Their 
takes this position: 

“Our Government was founded on the 
premise that the states were to elect 
their officials, establish their responsi- 
bilities, as well as their compensation 
without control or interference by the 
Federal Government. The majority’s re- 
port is replete with gratuitous advice to 
the states, which is completely unwar- 
ranted from testimony adduced during 
the course of these hearings. This sub- 
committee is in no position to advise any 
of the fifty states as to the tenure of 
those responsible for the supervision of 
insurance, the method of organization 
of their insurance departments, or the 
compensation of their employes. These 
are matters solely within the jurisdiction 
of the several state legislatures and the 
30 governers elected by the citizens of 
their states. 

“If there ever was a question involving 
the issue of states’ pi a8 it is clearly 
presented in the majority’s report. lf 
the time ever arrives when the Congress 
adopts a system of imposing standards 
upon state government, the entire basis 
of intergovernmental relations embodied 
in our Constitution will have been de- 
stroved. 

“The conclusions in the majority’s re- 
port are largely based on a questionnaire 
which was submitted to the states, and 


statement 





tive and underwriting duties. He started 
his insurance career 15 years ago with 
the Royal-Globe Insurance Group in its 
bead office 

Active in Bergen County, N. J., Mr. 
Ward is municipal chairman in Paramus, 


N. J. where he lives, of the county Re- 
publican committee. He is also district 
vice chairman, Boy Scouts of America, 


for the North Bergen County Council. 


NORMAN T. ROBERTSON DIES, 78 
One-time President of America Fore 
Companies; Recently with Shelby Cullom 

Davis & Co. as Ins. Shares Specialist 

Norman T. Robertson, 78, one-time 
president of American Eagle Fire and 
Continental Insurance ‘Co. of America 
Fore Group, died July 19 at the White 
Plains, N. Y. Hospital. In recent years 
he has been an insurance stock special- 
ist with the New York Stock Exchange 
firm of Shelby Cullom Davis & Co., 116 
John Street, N. Y. 

A native of Calvert, Tex., educated at 
University of Texas, Mr. Robertson 
began his insurance career in 1903 with 
Cravens & Kelly (now Cravens, Dargan 
& Co., Houston) and joined ‘Continental 
Insurance Co. as special agent in 1904. 
Later he served as examiner of its south- 
ern business. 

In 1912 he was assigned to manage- 
ment of Fidelity-Phenix’s southern de- 


partment, becoming successively agency 
superintendent, assistant secretary and 
secretary. 


An important step upward came in 
January, 1921, when he was elected presi- 
dent of ‘American Eagle Fire. Later that 
year he was elected to head the Con- 
tinental and thus resigned the American 
Eagle presidency. Both companies were 
members of the America Fore Group. 

In 1924 Mr. Robertson joined National 
Liberty of America and served until 1928 
as its vice president. He then became 
president and general manager of Ger- 
manic Fire of New York. Some years 
later he went to Indianapolis to head the 
Secured Insurance Cos. Thereafter he 
returned to New York to enter the in- 
surance shares investment field. 

Mr. Robertson was held in high regard 
by the industry and his passing will be 
a source of regret to his old friends. 





they are not supported by an extensive 
investigation by this subcommittee, such 
as would be warranted in dealing with a 
problem having the scope of the one 
which is presented in the majority’s re- 
port. 

“If the Senate were to seriously un- 
dertake a broad study of the insurance 
business, it would, of necessity, require 
testimony from each of the 50 state Com- 
missioners of Insurance, and perhaps the 
Governors and members of the legisla- 
tive committees within the states having 
jurisdiction over this sector of our econ- 
omy. No such effort has been made and 
in view of the fact that insurance policy- 
holders have had no complaints which 
would call for any governmental inter- 
ference, such a broad inv estigation is not 
warranted.” 

The two statements declare that Fed- 
eral controls should not be clamped on 
the aviation and ocean marine insurance 
businesses. 


Public Law 15 Amendments Suggested 

The majority report, while it does not 
recommend legislation to give the Fed- 
eral Government control over these two 


phases of insurance, does suggest pos- 
sible amendments to Public Law 15, and 
repeal of the ocean marine insurance 


antitrust exemption in the Merchant 
Marine Act of 1920, might be necessary 
should the Justice Department find that 


judicial interpretations of these acts make 


it impossible to prosecute alleged anti- 
trust law violations by American insurers 
engaged in this business, which definitely 
involves interstate and foreign commerce 
beyond the control of the states. 

In fact, the Wiley and Dirksen-Hruska 
statements point out, it might be in the 
public interest to give the aviation, hull 
and casualty business even greater free- 
dom from the antitrust laws in order to 
strengthen their capacity to compete 
with the British market. They suggest 
it might be desirable to enact legisla- 
tion for the aviation insurance business 
similar to Section 29 of the Merchant 
Marine Act of 1920, which exempts the 
ocean marine insurance business from the 
antitrust laws. 

(Contrary to the majority, they find 
that the American aviation insurance 
market is able to compete effectively 
with the British market. The majority, 
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on the other hand, 
a distinct lack of 
the two markets. 

The Dirksen-Hruska statement con- 
cludes that the evidence developed by 
the aviation insurance business “shows 
that the states have been active in ex- 
ercising the powers which have been 
expressly reserved to them under Public 
Law 15...” They do not support the 
majority conclusion that if the Justice 
Department cannot prosecute alleged 
antitrust law violations because of the 
judicial construction of that Act, Con- 
gress should then “consider appropriate 
revisions of the law.’ 


argues that there is 
competition between 


See History of Ocean Marine Disregarded 


Both statements charge that the ma- 
jority report on ocean marine insurance 
pce yg pd disregards the history of this 
end of the business, the proper jurisdic- 
tion of the Federal Trade ‘Commission 
and Justice Department, and the legisla- 
tive history which led to the enactment 
of Section 29 of the 1920 Merchant Ma- 
rine Act, as well as the conduct of the 
American marine insurance market since 
enactment of that 


antitrust law exemp- 
tion, 
The “extensive legislative history clear- 


ly shows a deliberate purpose by the 
Congress to exempt ocean marine insur- 
ance from the antitrust laws,” and this 
action has been reconsidered on numer- 
ous occasions by subsequent Congresses,” 
Senators Dirksen and Hruska emphasize. 
“National policy has been directed to 
the objective of fostering, en arging and 
strengthening the American merchant 
marine and auxiliary services, inc’uding 
insurance. The legislative intent of the 
Merchant Marine Act of 1920 has been 
reaffirmed on numerous occasions . 


“In adopting Public Law 15. (Con- 
gress) reaffirmed the objective that ocean 
marine insurance was not suiect ‘o the 


other provisions of the antitrust laws in 
section 4. 

“The Congress has endeavored to p~o- 
vide that all steps should be taken that 
marine insurance rates are truly com- 
petitive between the American and 
foreign markets. No evidence has been 
adduced during the course of hearings 
by the subcommittee, which would in- 
dicate that this Congressional mandate 
has not been followed. 

“On the contrary, the volicies of the 
Congress have been vindicated since a 
strong and independent American mer- 
chant marine insurance industry has been 
established : 





DIVIDEND DECLARED 
The Reliance of Philadelphia has de- 
clared a dividend of 55 cents a share, 
payable September 16 to stockholders 
of record August 19. 





N. Y. MARINERS MEET SEPT. 20 

The next scheduled activity of the New 
York Mariners Club will be the 10th 
annual field day to be held on Tuesday, 
September 20, at the Bonnie Briar Coun- 
try Club in Larchmont, N. Y, 
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Denman Moody Pres’t 
Of Ins. Counsel Assn. 


ELECTED AT ANNUAL MEETING 


International Assn. of Ins. Counsel 
Names Committee Members, Hears 
Morris, Evans and Cowie 
Denman Moody, Houston, Texas, at- 
torney, was inducted as president 
the coming year of the International As- 
sociation of Insurance Counsel during 
its recent 33rd annual meeting at At- 
lantic City, N. J. The association is 
made up largely of lawyers in private 
practice who represent insurance com- 
panies in defense of law suits. Despite 
a last minute change in the location 
of the convention from the strike-closed 
Greenbrier at White Sulphur Springs, 
West Va. to Chalfonte-Haddon Hall in 
Atlantic City, more than 800 attorneys 
and guests attended the four-day meet- 
ing - 
Named as president-elect to take office 


for 


at the conclusion of the 1961 meeting 
was Payne Karr, Seattle attorney. E. 
A. Cowie, vice president of Hartford 
Accident & Indemnity, Hartford, was 
elected vice president for a two-year 
term. George McD. Schlotthauer, Madi- 
son, Wis., attorney was re- elected sec- 


retary-treasurer, 

Newly elected to three year terms as 
members of the nine-man executive com- 
mittee were G. Cameron Buchanan, De- 
troit; Harley J. McNeal, Cleveland; and 
J. Kirby Smith, general counsel of Texas 
Employers Insurance Association, Dal- 
las. 


Defense Research Institute Approved 


A major topic at the first day’s ses- 
sios was the report of the Defense Re- 
search Committee, presented by chair- 
man Stanley C. Morris, Charleston, West 
Va., who announced the executive com- 
mittee’s approval of creation of Defense 
Research Institute, which will be or- 
ganized as a non-profit corporation un- 
der the laws of Wisconsin. He noted 
previous work of the Defense Research 
Committee in inaugurating recently a 
monthly newsletter for defense attorneys 
and in encouraging local organizations 
of defense counsel. 

Mr. Morris said purposes of the in- 
stitute will include promoting improve- 
ments in the administration of justice 
and enhancing the service of the legal 
profession to the public, supporting and 
seeking improvement in the adversary 
system of jurisprudence, encouraging 
prompt, fair and just disposition of tort 


claims, enhancing the knowledge and 
improving the skills of defense law- 
yers, working for elimination of court 


congestion and delays in civil litigation, 
and cooperation with programs directed 
toward highway safety and reduction 
of losses and costs resulting from high- 
way and other casualties. He and other 
ATC officers viewed this program as 
a significant forward step. 

: The executive committee at its meet- 
ing following the convention elected 
as the nine members of the Institute’s 
3oard of Trustees: Forrest A. Betts, 
Los Angeles; Kraft W. Eidman, Hous- 
ton; William E. Knepper, ‘Columbus, 
Ohio: Denman Moody, Houston; Stan- 
ley C. Morris, Charleston, West Va.; 
lewis c Rvan, Syracuse: Charles E. 
P’edger, Jr., Washington, D, C.: Wayne 
E Stichter, Toledo, Ohio; and George 
McD. Schlotthauer, Madison, Wis. At 


the trustees meeting thereafter Mr. Mor- 
ris was elected president of the board 
of trustees 
named 


and Mr. Schlotthauer was 
secretary-treasurer. 


(Continued on Page 34) 


ON AUTO MERIT PLAN 
Casualty Committee Chairman for Mary- 
land Agents Testifies Before Motor 

Vehicle Committee 

The following statement was made by 
George Jobson, chairman of the casualty 
conference committee of Tihe Maryland 
Association of Insurance Agents when 
ihe appeared before the Motor Vehicles 
Committee of the Legislative ‘Council for 
the state of Maryland at their invita- 
tion. The Motor Vehicles Committee 
was seeking information concerning 
parts of the Maryland Merit Rating Plan 
as filed in that state by The National 
3ureau of Casualty Underwriters. 

“The ‘Maryland Association of Insur- 
ance Agents, Inc., a statewide organiza- 
tion ‘having a voluntary membership of 
approximately 250 insurance agencies, 
appreciates the opportunity granted by 
the Motor Vehicles Committee of the 
Legislative Council to attend his hearing 
and to discuss our views in relation to 
the three points mentioned in your letter 
of invitation, which are: 

“(1) The retroactivity of the plan. 

“(2) The requirement of countersigna- 
ture by the agent of every application. 

“(3) Clarification of what point system 
is to be utilized by the plans, the state’s 
new point system, or a separate point 
system. 

“With regard to question number 1: 
All insurance rates are based on past 
experience, and as such, a merit rating 
plan for automobile insurance must, to 
be effective, take into account the past 
driving history of the applicant. This 
information is necessary in order to de- 
termine the proper rating classification. 

“With regard to question number 2: 
At the present time an agent is required 
to sign the following statement which is 
a part of the applic ation form for merit 
rating insurance and is signed also by 
the applicant: ‘To the best of my know1- 
edge and belief the applicant has prop- 
erly completed this application and | 
hereby certify the signature is the per- 


JOBSON 





Set Up Arbitration 


Board of Med. Experts 


CIRLIN URGES INS. COMPANIES 


Letter From Kings County Brokers 
Pres’t Filed at N. Y. Auto Liability 
Cancellation Hearings 


Edward Cirlin, president of the Kings 
County Insurance Brokers Association, 
Inc. of New York, today called on the 
major insurance companies to set up an 
arbitration board of medical experts to 
expedite settlement in automobile acci- 
dent rag oe 

In a letter to Julius S. Wikler, counsel 
for the joint legislative commission, 
which opened hearings today (July 22) 
on cancellation of auto liability insurance, 
Mr. Cirlin said that the establishment of 
such a board would be a major step in 
clearing up “the hodgepodged, confused, 
auto insurance picture.” 

Not only would insurance companies 
show their good faith by such a move, 
Mr. Cirlin stated, but the plan would be 
workable and to the interest of the com- 
panies whose losses would be substan- 
tially reduced, and the insurance buying 
public would benefit by their claims be- 
ing paid promptly. 

He believes the board of medical ex- 
perts shou'd have the power “to promptly 
offer to pay or to settle a claim based 
on what the known degree of disability 
was.” 

Mr. Cirlin further told the legislative 
hearing that the Assigned Risk Plan as 
presently practiced by the major insur- 
ance companies, not only forced an un- 
fair burden on the driving public, but 
also was “a vicious, pre-meditated, un- 





sonal signature of the applicant.’ 

“The Insurance Commissioner thas ad- 
vised us that the phrase ‘To the best of 
my knowledge and belief’ in the applica- 
tion applies to the certification as to the 
signature of the applicant and accord- 
ingly we have no objection to the coun- 
ter-signature requirements. 

“With ‘regard to the third and final 
item on the agenda for this committee 
hearing, we do not have the authority 
to file rating plans and cannot do so. 
Thus we are not in a position to answer 
any questions as to what point systems 
will be used in the future.” 


NBCU Hikes O.L.&T. Liab. 
Rates In Eight States 


Revised owners’, landlords’ and ten- 
ants’ bodily injury liability rates for 
classifications rated on an area or front- 
age basis were announced for eight 
states Wednesday by the National Bu- 
reau of Casua!ty Underwriters on behalf 
of its member and subscriber companies. 
The changes are effective July 20. 

States affected and the average state- 
wide percentage changes are as follows: 
Arizona +10, ‘California +8.2, Kansas 
+10, Michigan +19.6, Missouri +20, 
New Hampshire +20 and Verniont +20. 


Add Two Truck Trailer P.D. 
Liability Deductions in Va. 


The State Corporation Commission of 
Virginia has added two additional de- 
duction classifications for property dam- 
age liability insurance for truck trailers. 

The new classifications permit truck 
operators to obtain $500 and $1,000 de- 
duction policies on the insurance they 
carry on the trailers of other companies 
they haul with their tractors. 

Previously only $50, $100, and $200 de- 
ductible policies were obtainable. The 
daily rate for a $4,000 policy on a trailer, 
with $500 deductible, for example, would 
be about 17¢. 








conscionable method of whipping insur- 
ance brokers into loss of markets, forc- 
ing cuts in commissions, and taking much 
higher premiums for less coverage.” He 
continued : 

“Current cancellations are merely a 
symptom of a badly co-ordinated group 
trying to make a profit for their stock- 
holders. All companies should be re- 
quired to accept business and at a rate 
that is able to be adjusted in accordance 
with the insureds own driving record,” 
he said. “The principal of requiring 
companies to accept business is a sound, 
workable idea, and all companies should 
be required to keep these insureds con- 
tinuously insured. All risks should be 


ratable and writeable. 

“No cancellation of automobile insur- 
ance,” he concluded, “should be per- 
mitted except for cause. Such cause 
would be defined as follows: Non-pay- 
ment of premium, mis-representation or 


fraud, or where license is re- 


voked for cause.” 


driving 





That’s the reason you 
require the best material 


—with ease. National Cas- 
National’s representatives 
use the most modern 
methods in offering the 


Hospital and Surgical 


Family, Franchise or 
True Group case. 


Available! 





available to make sales fast 


ualty’s sales aids fill the bill. 


finest in Disability Income, 


coverages for the Individual, 


Guaranteed Renewable Policies 


SELLING FOR KEEPS? SURE YOU ARE! 
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Establish and build 
your own Direct Agen- 
cy—highly attractive 
agency appointments 
in select territories 
now available. Write 
today for full particu- 
lars— Address: Acci- 
dent & Health Div., 
National Casualty 
Company, Detroit 26, 
Michigan. 


REMEMBER—IT'S 
EASIEST TO SELL 
THE BEST! 
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Allstate Ad Evokes 
N. Y. Agents Complaint 


NON-CAN. AUTO PLAN ALSO HIT 
Assn. Counsel Danahy In Complaint to 
N. Y. Dept. Says Ad Violates In- 
surance and Penal Law 
Robert B. Douglass, president of the 
New York State Association of Insur- 
ance Agents has announced that the as- 
sociation through its counsel, C. Joseph 
Danahy, has filed a formal complaint 
with the New York Insurance Depart- 
ment in connection with both the ad- 
vertising and the filing of the new All- 
state Insurance Co. alleged non-cancel- 

lable auto liability policy. 

In its complaint the association points 
out that the advertising is in violation 
of section 273 of the insurance law and 
section 421 of the penal law because it 
would appear to be misleading and de- 
ceptive. Describing the Allstate adver- 
tisement, Counsel Danahy points out that 
bo!d type refers to the policy as “non- 
cancellable and guaranteed renewable” 
and indicates continuance of low rates 
whereas in type one-seventh as large the 
advertisement admits that the policy can 
be cancelled for any reason during a 90 
day period and for many reasons there- 
after. Also in the small print it is ad- 
mitted that renewal is not guaranteed 
and further that the indicated “Tra- 
ditionally Low Rates” may actually re- 
sult under the new filing in a 200% 
surcharge. 

The complaint further all 1 that the 
filing itself is an unfair method of com- 
petition as contemplated by section 278 
of the insurance law by permitting a 
deviating company to raid the automobile 
liability insurance maree under the guise 
of — a non-cancellable policy. Coun- 
sel Danahy pointed out that such a fil- 
ing permits the company, after raiding 
the market to retain the cream and cancel 
off the undesirable business within the 
9) day period. Such business obviously 
ends up in the Assigned Risk Plan. The 
association complaint sums up: “It is 
difficult to conceive of a more brazen 
method of unfair competition, especially 
in the present automobile liability in- 
surance market than that contemplated 
by this filing.” 


STYMIED BY RATE HIKE DENIAL 


Disapproval of NBCU’s Request for 
8.4% Increase in Georgia Evokes 
Comment from S. E. Mgr. Carlson 
Automobile insurors in the National 

Bureau of Casualty Underwriters were 

nonplussed by disapproval of their re- 

quest for 84% increase in Georgia lia- 
bility rates, according to T. O. Carlson 
manager of the newly established NBCU 

Southeastern branch in Atlanta 
Mr. Carlson, addressing the 

Casualty Underwriters 

southeastern branch 

mented on the 
filing, stating 


Atlanta 

Association on 
operations, com- 
disapproval of the rate 
that one provision of the 
Georgia insurance rating law requires 
that rates “shall not be inadequate” for 
claims and expenses and to allow a rea- 
sonable underwriting profit 


Mr. Carlson stated: “Instead of mak- 


ing a profit on automobile liability in- 
surance in Georgia, NBCU companies 
h 


have suffered underwriting losses dur- 
ing each of the past four years. These 
losses—1956, $240,518; 1957, $1,041,116: 
1958, $448.646; and 1959, $1,367,445 — 
total $3,097,725. This was shown clear- 
ly at the Insurance Department’s public 
hearing on June 8 on this rate filing.” 

Continued growth in commerce and 
industry in the South caused the NBCU 
to establish a southeastern branch in 
June, declared Mr. Carlson. He added: 
“New business risks accounted for 22.3% 
of the rating requests received during 
the first three weeks of our operation.” 

The served by the southeastern 
branch for individual risk ratings com- 
prises Alabama, Florida, Georgia, Mis- 
sissippi, North Carolina, South Caro- 
lina and Tennessee, for all types of cas- 
ualty insurance other than workman's 
compensation, with the single exception 
of automobile risks in North Carolina. 


area 


LOYALTY GROUP NAMES BADUM 


Fidelity & Casualty V. P. to Coordinate 
Group Boiler and Machinery Pro- 
duction and Underwriting 
America Fore Loyalty Group has com- 
pleted plans to extend its boiler and ma- 
i Group 


chinery facilities to all domestic 


HAROLD J. BADUM 


companies. Harold J. Badum, vice presi- 


dent of Fidelity & Casualty of New 
York, who has supervised the group’s 
boiler and machinery business for sev- 


eral years, has been elected a vice presi- 
dent of the domestic companies of 
Loyalty Group. He will coordinate both 
production and underwriting of the boil- 
er and machinery business for the 
Group, countrywide. 

Present plans call for the introduction 
of boiler and machinery to Loyalty 
Group agents on a regional basis. The 
initial step, introduction of the line to 
Loyalty agents in the northeast, has 
already been completed. Similar moves 
are being made in the middle west, the 
southeastern department and on _ the 
Pacific Coast. The introductory opera- 
tion for other domestic companies is 
expected to be under way by the end 
of 1960. 

This step is part of an overall plan 
to enlarge the group’s writings of fideli- 
ty and surety as well as the boiler and 
machinery lines. Fidelity & Casualty 
was among the pioneers in both lines. 
Its first boiler policy was written in 
1876 and its first fideity bond was 
written about the same time. 


Kemper Companies Establish 
Market Research Division 


A market research division, supple- 
menting the comp: unies’ research depart- 
ment. has been established by the Kem- 
per Insurance Group. James S. Kem- 
per, board chairman of the companies, 
announced that Lawrence W. Kunkel 
will be manager of the new department. 
J. A. Mills, vice president of the com- 
panies, is research actuary in charge of 
the research department. 

Mr. Mills has been with the companies 
since 1920 He formerly was manager 
of the companies’ statistical department. 


Mr. Kunkel has been with Kemper 
since 1951. A graduate of Illinois Insti- 
tute of Technology, under The James 


S. Kemper Foundation scholarship pro- 
gram, he has had field, underwriting and 
supervisory experience, most recently in 
the companies’ Angeles branch of- 
fice 
“For many 

pointed out, “we 
search as a sales tool and have con- 
ducted surveys among our agents and 
policvholders. We feel that with changes 
and developments coming with increased 
rapidity, it is important that this re- 
search and analysis be a full-time ac- 
tivity.” 


Los 


years,” Mr. 


Kemper 
have 


used market re- 





AGENT URGES DIVERSIFICATION 


Aetna Casualty Rep. S. S. Brown Also 
Stresses Organization in Talk to Sales 
Grads; White Tops Class 

Production in a diversity of insurance 
lines rather than concentration in a few 
was recommended to graduates of the 
184th session of the Aetna Casualty & 
Surety sales course by Stewart S. Brown, 
a company representative at Wheedlng, 
W. Va. 

“Diversification can keep an agency 
strong when legislation, competition or 
other factors have a temporarily adverse 
effect on a particular line or lines,” Mr. 
Brown said in a talk at the graduation 
dinner in Hartford. 

Not only does diversification make an 
agency stronger, Mr. Brown brought out, 
it makes the work more interesting. 
“One of the nice things about this busi- 
ness is that you can choose the people 
with whom you want to do business.” 

Along with diversification, the bal- 
anced agency must be well organized to 
attain maximum  effciency. Sut Mr. 
Brown warned agency not to depend on 
organization as a substitute for inspira- 
tion and enthusiasm “without which no 
agent can be successful.” 

Mr. Brown, who completed the Aetna 
Casua'ty course in 1932 and again fol- 
lowing service in World War II, also 
said agents should continue their insur- 
ance education throughout their careers. 

“Study will keep you informed so that 
you can ‘better serve your policyholders, 
and almost as important. it will keep 
you modest,” he declared. “The more 
you learn, the more you realize you 
don’t have all the answers in this com- 
plex business.” 

The class was led by Joseph M. White 
Jr. of San Antonio, Tex. Other blue 
ribbons for high scholastic standing went 
to Billy L. Brigance of Senath, Mo., 
Manuel! J .Lowery of New Orleans, La., 
James S. Latham of Bay Citv, Tex. and 
Adijar Scott of Ontario, Calif. Gold 
ribbons for demonstrating outstanding 
soliciting techniques were won by Mr. 
White and Robert N. Hallett of Wheel- 
ing, W. Va. 


American Foreign Ins. Assn. 
Appoints Crawford to Staff 


President James O. Nichols of the 
American Foreign Insurance Association 
announces the appointment of F. P. 
Crawford to the head office casualty 
underwriting staff. Mr. Crawford’s ap- 
pointment is in line with AFIA’s policy 
of keeping pace with the increasing de- 
mands for overseas insurance services 
required by the foreign expansion of 
American interests. 

The worldwide casualty 
AFIA are headed by 
Stanyon. 

Mr. Crawford 
career in 1941 with General Accident 
and. since 1947, he has been with. the 
Kemper Group where he held the posi- 
tion of underwriting manager, A gerad- 
uate of New Vork Universitv. Mr. Craw- 
ford served in the Air Force during 


World War ITI. 


operations of 
Secretary G. R. 


started his insurance 





G. G. Garcelon, M.D., Named 
Mass. Casualty Med. Director 


Massachusetts Casualty has appointed 
Gerald G. Garcelon, M.D., medical di- 
rector. Dr. Garcelon is a graduate of 
Phillips Exeter Academy, Bowdoin Col- 


lege and McGill Medical College, class 
of 1935, and is a member of the staffs 
of Newton-Wellesley Hospital, Dea- 


coness Hospital, 
Hospital and 
Hospital. 

A member of the Massachusetts Med- 
ical Society, the American Medical As- 
sociation and a Fellow of the ve 
College of Surgeons, he also served ; 
team physician to the Harvard vail 
football team, in the 1940s. 


Massachusetts General 
Pondville State ‘Cancer 


INFORM ATLANTIC MUTUAL MEN 


Workmen’s Compensation Dividend Basis 
Revised; Credited to Final Audit 
Of Casualty Policies 

Atlantic Mutual President Miles F. 
York has sent the following letter re- 
garding revised dividend basis for work- 
men’s compensation insuranc: to all 
company and_ brokers: 
from your own costs, 
the expense of handling the smaller pre- 
miums and losses for workmen’s com- 
pensation coverage is very heavy, where- 
as the 


agents 
“As you know 


portion of the premivm dollar 
which must be devoted to servicing and 
claims decreases in the larger policies, 
We felt for some time that this 
should be reflected in our dividend policy 
on this business and it the quarterly 
meeting early in June of our board 
trustees the dividends on 
participating 
as follows: 
“For compensation policies expiring 
between August 1, 1990, and November 
1, 1960, no dividend will be paid on the 
first $200 of earned premium per policy. 
On that portion of the premium per pol- 
icy above $200, a 12“%u% 
was 


have 


this class of 


insurance were declared 


rate of dividend 
declared. 

“We hope and believe that you will 
agree that this policy is reasonable and 
equitable particularly 
sary to maintain 


since it is neces- 
a competitive insur- 
ance position for your larger compensa- 
tion risks. 

“You of course, to a great extent, have 
the same expense problem on handling 
smaller compensation premiums and we 

stand ready to consider the renewal of 
oo risks now on the Atlantic’s books 
in the Centennial Insurance Co. which, 
as you know, pays the usual stock com- 
pany commissions for this business.” 

At the same time, Atlantic Mutual 
Vice President Edgar E. Issacs sent the 
following letter to agents and brokers 
concerning crediting of dividends on At- 
lantic Casualty policies which are subject 
to final premium determination by 
audit: 

“We are pleased to announce that di- 
vidends will be credited to final audits 
of casualty policies expiring after July 
31, 1960. This change in our time hon- 
ored method of paying all dividends by 
check has been made in response to 
popular demand of our producers. 

“We emphasize that th’s new proce- 
dure is applicable only to the following 
types and classes of casualty policies: 
Workmen’s Compensation and Employ- 
ers’ Liability, Manufacturers’ and Con- 
tractors’ Liability, Owners’ and Con- 
tractors’ Protective Liability, Products 
Liability, Comprehensive Automobile 
and Comprehensive General Liability, 
Dealers’ Fire and Theft and Garage Lia- 
bility, Miscellaneous contracts of cas- 
valty insurance which are written for 
<n estimated premium and where the 
final premium is subject to determina- 


tion by submission of a report on be- 
half of the insured or by acutal audit 
of the insured’s records. 


“This new procedure should materially 
accelerate your annual settlement of 
accounts with your clients. Thus, if 
a return premium is due the insured, 
we will compute and add the dividend 
thereto and issue our check to cover 
both items, If the final policy audit de- 
velops an additional prem‘um, the di- 
vidend will be credited against that ad- 
ditional premium and our collection de- 
partment wili only ask you for the dif- 
ference. Of course, if the dividend so 
credited to an insured is more than suf- 
ficient to absorb any additional earned 
premium, then our check to cover the 
difference will be promptly issued. 

“We hope that this new procedure will 
receive universal approval of our agents 
and brokers, as it has been adopted in 
response to many and repeated requests 
that our dividend procedures be brought 
into conformity with those of other im- 
portant participating writers.” 
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Two COS. ORDERED DISSOLVED 





Missouri Union and Independence Mu- 
tual’s Surplus Wiped Out; Judge 
Calls for Dissolution 
Missouri Circuit Judge Sam C. Blair 
has ordered the dissolution of the Mis- 
souri Union Insurance Co. of Clayton, 
Mo., which wrote automobile insurance 
primarily. In his order of dissolution 
Judge Blair directed the company to 
notify its policyholders that all of its 
policies have ‘been cancelled. The com- 
pany, formerly known as the Missouri 
Union Casualty of Kansas ‘City, Mo., was 
revealed to have no surplus, its capital 
wiped out and with liabilities totaling 
$243,246 in an audit made by the Mis- 

souri Division of Insurance. 

Also C. Lawrence Leggett, State 
Superintendent of Insurance, as the re- 
ceiver for the Independence Mutual In- 
surance Co., formerly of St. Louis, has 
sent an official notice to a!l of its policy- 
holders and creditors that an order of 
dissolution has been entered against 
that company by Judge Blair and that all 
persons, firms or corporations, etc., that 
may have claims against the Independ- 
ence Mutual must present same on or 
before September 1, 1960, to Mr. Leggett 
as the receiver for the company, through 
Bond and Dominique, attorneys for the 
receiver in Jefferson City, Mo. All claims 
must be verified by the affidavit of the 
claimant or someone authorized to act 
on his behalf and having knowledge of 
the facts and to be supported by such 
documents. 

Superintendent Leggett took over the 
affairs and assets of the Independence 
on May 12 under an order issued by 
Judge Blair. In his petition seeking the 
dissolution of this company, Superin- 
tendent Leggett said the condition of 
the mutual was not satisfactory, that its 
surplus had been exhausted and im- 
paired and that further transaction of 
its business would be hazardous to the 
best interest of the policyholders and 
the public. 

The company had been writing per- 
sonal injury and property damage in- 
surance of automobiles and had about 
3,000 policyholders in the St. Louis area, 
with a premium volume of about $300,000 
annually. Under its charter it had the 
right to write life insurance but did little 
such business. 

At the time the State Division of In- 
surance took action against the company 
its President FE. A. Vollmer, said that its 
financial condition was caused by its 
payment of heavy claims in the past few 
years. “We thought we should pay the 
claims in the best interest of our nolicy- 
holders,” he told newspanermen. During 
the first three months of 1959 the com- 
pany paid out $150,000 in judgments and 
personal injury claims compared with 
$300,000 for all of 1958. At the end of 
1958 its apparent surplus was only $50,- 
000 which was wiped out through the 


claim payments in the first quarter of 
1959, 





W. H. Huntting Advanced to 
Safeguard Vice Presidency 


Safeguard Insurance Co. Secretary 
William H. Huntting has been advanced 
to the office of vice president, (Presi- 
dent Charles E. Dox announced at a 
recent board of directors’ meeting. Mr. 
Huntting, who will supervise the com- 
pany’s casualty underwriting, also be- 
comes an assistant manager of The Lon- 
don & Lancashire Insurance Co., Ltd. 

A native of Hartford, Mr. Huntting 
attended Choate School and Yale Uni- 
versity. Prior to joining the London 
& Lancashire Group as special agent in 
Connecticut in 1951, he was for several 
years associated with a prominent local 
agency. In 1955 he was brought into 
the home office where he served in vari- 
ous capacities, principally in connection 
with casualty lines, 


R. Maynard Toelle Joins 


The Kemper Insurance Group 

R. Maynard Toel'e, active in the in- 
surance field since 1929, has joined the 
Kemper Insurance organization in its 
national risks division. 

Mr. Toelle spent 11 years with the 
American Foreign Insurance association, 
eight years as sscretary in charge of cas- 
ualty insurance and bonds. A CPCU, 
he has served as its Chicago and New 
York chapter president and _ national 
treasurer. He was in the U. S. Army 
from 1943 to 1946, and attended North- 
western University. 


International Claim Assn. 
Com. Adds New Members 


Three new members have been added 
to the personal accident and health 
committee of the International Claim 
Association, Walter T. May, claim sec- 
retary of Massachusetts Mutual, and 
president of the association announced. 

The new committee members are: 
Chester M. Karol, claims manager of 
Washington National; Charles Towns- 
end, chief sickness and accident claim 
adviser, The Prudential; and J. A. 
Cairns, vice president of Federal Life 
& Casualty. 


Casualty & Surety Assn. 
Elects Four New Members 


The Christiania General Insurance 
Corp. of New York, the American Union 
of New York, Scottish Union and Na- 
tional Insurance Co. have been elected 
unanimously to membership in the Asso- 
ciation of Casualty and Surety Cos. 

In announcing the election, J. Dewey 
Dorsett, general manager of the asso- 
ciation, said that 133 companies are now 
members of the organization. The 
American Union, Scottish Union and Na- 
tional are members of the Norwich-Scot- 
tish group. 
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You'll admit that deep-sea diving qualifies as a hazardous profession. But, if you want 


Accident and Health insurance for a diver-prospect, we'll write it just as quickly as 


we will on the man whose greatest danger is a bar of soap in the bathtub. 


For information on any of our products and services, see your nearest Continental 


Agent or Branch Representative. 
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Continental Assurance 
To Write New A.&sS. Plan 


ANNOUNCED BY DR. C. L. REEDER 


Company Eateniing Substandard Un- 
derwriting to Non-Can. A. & S. Field 
With ‘No Alterations or Restrictions’ 


Continental Assurance, long active in 


sub-standard life insurance underwrit- 
ing, is extending the principle of rated 
to the field 

non-cancellable accident and sickness in- 
by Dr. Clifton 


president and medical 


substandard underwriting 


surance, it was announced 
L. Reeder, vice 


director 


‘The move we are making, we believe, 
is genuinely a pioneering step,” said 
Dr. Reeder. “Our approach involves one 
important difference. We do not intend 
to offer a ‘special’ or a cancellable form 
of contract. Nor will the rate structure 


have an ‘escalator’ provision. Instead, 
we will offer impaired risks a_ policy 
from our standard line of non-can- 


cellable accident and sickness contracts. 
There will be no alterations and no 
special restrictions 
“Substandard applied to life insur- 
ance, aS most everyone understands, 
simply seeks to appraise an impairment 
from the standpoint of average mortali- 
ty and to apply a counterbalancing ex- 
tra rate,” Dr. Reeder explained. 
“Much the same principle we now 
will apply to non-cancellable accident 
and sickness insurance,” he continued. 
“Our basic questions become a matter 
of how much more frequently an im- 
paired risk is likely to be disabled and 
how much longer he is apt to remain 
on our claimants’ roll beyond average 
experience 
“Naturally, there is a 9 recogniz- 
able difference between hazards normal 
io life insurance and dicallits.” com- 
mented Dr. Reeder. “Getting dead is 
very rarely popular. There is not the 
same human reluctance to get disabled 
Initial Contract Provisions 

“On initial contract will provide maxi- 
mum indemnities of two years for both 
accident and sickness,” Dr. Reeder de- 
clared. “We are hopeful that we will 


learn enough to permit us eventually to 





make our complete A. & S. line as free- 
ly available to impaired risks as we do 
the broad range of life insurance poli- 


cies.’ 

Ratings over and above standard pre- 
miums will range 25% to 100%. depend- 
ing on the nature, severity and normal 


history of an established impairment. 
“The underwriters must discard shy at- 
titudes toward blood pressure, hernias, 


slipped disks, EKG abnormalities, kid- 
ney diseases, bronchitis and even can- 
cer and tubercular histories, along with 
many another reason why a man can 
hurt and live,” Dr. Reeder stated 
“Our claims people hype vid dislike 
waivers, just as we do in underwriting,” 
he asserted. “All too frequently we find 
ourselves in an unhappy twilight zone 
where it is difficult to agree with a 
claimant on the degree to which a 
waivered impairment has influenced his 
claim. We are seeking a solution and 
a better way 
“We are fully aware,” Dr. Reeder ad- 
mitted, “that we are entering a new and 
experimental field. We will need the 
tolerance and the patience of our pro- 
seek to learn how to un- 

derwrite this type of coverage on a 
rated scale.” 

This new policy, largely the brain child 
f Dr. Reeder, has been cleared for sale 
in two thirds of the United States. 


ducers as we 


BERKSHIRE LIFE NAMES COLE 


New A. & S. Secretary Will be Respon- 
sible for Department Administration 
and Direction 
Arnold Cole has been appointed secre- 
tary, accident and sickness for Berkshire 
Life, Lawrence W. Strattner, Jr., CLU, 
first vice president of insurance services, 

announced 


Mr. Cole attended New York Univer- 





ARNOLD COLE 


sity = served three years with the 
U. S. Army during World War Il. He 
has been in the health insurance busi- 
ness for more than 22 years, most re- 
cently as assistant secretary for accident 
and health of Massachusetts Bonding. 
Prior to that Mr. Cole was ee Mary- 
land ‘Casualty in its home office & H. 
department. 

Mr. Cole thas been on various commit- 
tees of the o!d Bureau of Accident and 
Health U nderwriters, the legislative 
committee of the Health Insurance Asso- 
ciation of America, a member of the 
Casualty & Surety Club of Baltimore 
and the Accident & Health Club of New 
York 

In his new capacity as secretary 
dent and sickness. Mr. 
sponsible within the insurance 
division for the overall administration 
and direction of the accident and sick- 
ness department of Berkshire Life. 


> acci- 
Cole will be re- 
services 


IAHU HOODOO DAY | A SUCCESS 


90 Qualify for Black Cat Club; Next 
Hoodoo Day to be Held in 
January, 1961 
IAHU recorded a big 
its first Friday-the-13th 
promotion in May, 
Walters, 


success with 
ear ea Day 
according to Harold 
Illinois Mutual Life & Casual- 


ty, head of the special IAHU com- 
mittee that developed the idea early 
in 1960. 

Ninety health insurance agents from 


every part of the nation qualified for 
membership in the “world’s most ex- 
clusive organization of health insurance 
producers.” The promotion was opened 
to all health insurance agents and not 
restricted to member of the Interna- 
tional. It was the first Friday the 13th 
observance on an industry-wide basis 
in more than a decade 

Production work on the ome was 
done by Robert Straub of Chicago, who 
30 years ago originated the idea of 
spoofing the Friday the 13th supersti- 
tion to promote the selling of health in- 


C. H. Knight’s Agency 
Marks 50th Milestone 


REPRESENTS FEDERAL L. & C, 


Cleveland Agent is Past President of 
IAHU; Recently Celebrated 50th 
Wedding Anniversary 


Gilbert H. Knight of Cleveland, one 
of the most successful agency managers 
in the A. & H. business, recently marked 
the 50th anniversary of his agency which 
was observed at a gala staff dinner party 
hed in the Sheraton-Cleveland Hotel. 
Five of the agents in attendance have 
given a total of 125 years of service to 
the Knight agency, which represents 
Federal Life & Casualty. 

Mr. Knight has done an outstanding 


agency building job over the years, 
starting from a small beginning. One of 


his keenest satisfactions is to have as- 
sociated with him, today his three sons 
who help him to carry on the business. 
He has turned over to them most of the 
problems and development work. His 
reatest satisfaction, he says, “comes 
from the thousands of policyho'ders we 
have protected and helped in time of 
need, and the many wonderful friend- 
ships formed with A. & H. people around 
the country who have helped to develop 
the industry.” 

He and Mrs. Knight celebrated their 
50th wedding anniversary June 22 at the 
Lake Shore Hotel, Cleveland, a perfect 
setting for an important milestone. 

Mr. Knight will be long remembered 
by A. & H. people for his devotion to 
the International Association of Health 
Underwriters. He was its president in 
1947-48, a term marked by constructive 
progress. He also served as chairman of 
the Disability Insurance Joint Committee 
the same year. 

Ss. 3. BALLIN. IN ACQUISITION 
N. J. Agency Purchases United Health 
Agency of South Orange; New 
Duties for Delman 
Effective July 1, S. S. Ballin Agency, 
Inc. of Union, N. J. purchased the 
entire interest of J. Delman Co. Inc., 
known as United Health Agency of 
South pop N. J. The acquisition in- 


cluded the clerical staff and sales force. 
Sam S. Ballin who has been active 
in the Life and A. & H. field for 35 


years, now maintains five offices located 
in New York, New Jersey and Penn- 
sylvania. The New Jersey operation is 
under the management of Richard L. 
Plasschaert who has been associated 
with Mr. Ballin for ten years. Mr. 
Plasschaert is also New Jersey Zone 
Chairman and executive board member 
for International Association of Health 


Underwriters. S. S. Ballin Agency, Inc. 
is now one of the largest agencies of 


its kind in the country with 
000,000 of accident, 
miums in force. 

Joseph H. Delman will now be lo- 
cated in Philadelphia where he will as- 
sume new duties as president of Great 
Northwestern Life. Mr. Delman has 
been in the A. & H. field 1940) 
where he started as an agent for Con- 
tinental Casualty. In 1947 he became a 
general agent for American Casualty and 
developed his agency “ve one of 
ACCO’s largest individual A, & H. agen- 
cys. Mr. Delman also no as general 
agent for Bankers National of Mont- 

‘lair, N. J. and Pan American Life for 
life insurance production. 


over $3,- 
health and life pre- 


since 


surance, 

From this point Hoodoo Day will be 
a regular feature of the IAHU. Jay 
DeYoung, DeYoung and_ Associates, 


Chicago, the IAHU controller, succeeds 
Harold Walters as chairman of the de- 
velopment committee. The next Hoodoo 
Day will be in January, 1961. 

To qualify for membership in the 
Black Cat Club agents must develop 
13 apps with $250 in annualized premium 
of one or more apps with $750 in annua- 
lized premium, exclusive of policy fees 
on Hoodoo Day. 
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Heads Eastern Gen’l Agents 
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LEO G. 


McMANUS 


Leo G. McManus, general agent for 
Mutual of Omaha and United of Omaha 
in the Pittsburgh area, has been elected 
president of the Eastern General Agents’ 
Association of the 
Kenneth N. 
in the post. 

Mr. McManus 
in 1936 and has 
general agent 


companies. He re- 


places 3rown, Baltimore, 


joined the companies 
been the Pittsburgh 
1954. 

The Association is composed of gen- 
eral agents for the companies from New 
England and Mid-Atlantic states. The 
election took place at the organization’s 
annual meeting in Shawnee-on-the-Dela- 
ware, Pa. 


since 


SEN. METCALF RE-APPOINTED 
Re-named Chairman of N. Y. Health, 
Accident and Hospital Insurance 
Plan Committee; Condon Appointed 
The Joint Legislative Committees for 
the year 1960-61 have been appointed by 
the Leaders of the New York State 
Legislature. The leaders are 
Walter J. Mahoney, 
County and 
Carlino, 

ty 

Senator George R. Metcalf, Republican 
of Auburn, has been renamed as chair- 
man of the health, accident and hospi- 
tal insurance plans committee. The ap- 
propiation is for $40,000 with a report 
to be made on or before March 31, 
1961. 

Members of the committee are Sena- 
tur Daniel G. Albert, Republican of 
Nassau County; Senator Samuel L. 
Greenberg, Democrat of Kings County; 
Assemblyman William J. Butler, Repub- 
lican of Erie County; Assemblyman 
Daniel S. Dickinson, Jr., Republican of 
Broome County; Assemblyman Lucio F. 


Senator 
Republican of Erie 
Assembly Speaker Joseph 
Republican of Nassau Coun- 


Russo, Republican of Richmond Coun- 
ty and Assemblyman Max M. Turshen, 
Democrat of Kings County. 

Senator William F. Condon, Repub- 
lican of Westchester County, has been 
named as chairman of the insurance 


rates and regulations committee. The 
appropiation for this committee is also 
$40,000 with the reporting date on or 
before the 3lst of March, 1961. 
Members of the committee are Sena- 
tor Samuel L. Greenberg. Democrat of 


Kings County; Senator Fred J. Rath, 
Republican of Oneida County; Assem- 


blyman Lucio F. 


Russo, 
Richmond County; 


Assemblyman Wil- 
liam H. MacKenzie, Republican of AI- 
legany County; Assemblyman Louis Kal- 
ish, Democrat of Kings County and As- 
semblyman ‘Robert M. Quigley, Re- 
publican of Ontario County. 


Republican of 





. 





5 lain inde aes ERE cleat Ns 














Bhi Pei 


July 22, 1960 






d 








—— 


Page 33 





Greenberg Agency, Now in 
N.Y.C., 20% Gain in 6 Mos. 
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LEONARD B. GREENBERG 


The L. B. Greenberg Agency, general 
agents of Empire State Mutual Life 
of Jamestown, N. Y., in an expansion 
move has transferred its offices from 
Valley Stream, Long Island, to larger, 
air conditioned offices at 225 West 34th 
Street, New York. 

For the first six months of 1960 the 
agency reports a 20% increase overall 
in its health and accident and life in- 
surance production. In the three years 
vhich it has represented the Empire 
State Mutual Life the office has con- 
tinuously led in H. & A. production 
as well as writing a sizable volume of 
life insurance. It continues this year 
as the company’s No. 1 agency for H. 
& A. The Empire’s facilities in this 
line include guaranteed renewable life- 
time disability plans, hospital, medical, 
surgical, as well as a complete life in- 
surance portfolio. 

This year marks Leonard Greenberg’s 
24th anniversary year in the insurance 
business. He started with Mutual of 
Omaha’s Philadelphia agency in 1940. 
In 1945 after U. S. Army service he came 
to the New York area and opened his 
own agency in Brooklyn. For the past 
five vears he has been located in Val- 
ley Stream but was motivated to move 
to midtown New York because he felt 
that this central location would attract 
more brokers and policyholders to his 
agency’s offices. 


Indianapolis A. & H. Assn. 
Hears Urged Income Ins. 


“I never realized what a poor job I 
was doing for my clients until IT started 
selling income insurance instead of just 
life insurance,” John Boner, general 
agent, Jefferson National of Indianapolis 
told a recent Indianapolis Accident & 
Health Association meeting. Mr. Boner 
is a member of the Million Dollar Round 
Table. 

“How can you feel you have done a 
good job if you haven’t provided a sub- 
stitute in case of loss of income no mat- 
ter from what cause?” he asked. “You 
fail the prospect every time you let him 
convince you he doesn’t need complete 
income protection,” the speaker charged. 

“Of course you won’t sell them all,” 
he admitted, “but the more times you 
try, the more sales you'll make. It’s like 
Babe Ruth. He holds the record for 
strike outs, but he also holds the record 
for home runs.” 


Thos. Dunn Vice President 


Thomas E, Dunn, formerly head of 
the professional division and assistant 
to the president of Koehler Insurance 
\ssociates, Inc., of Toledo, has been 
made vice president to develop health, 


accident, life and pension programs in 
Ohio, 





Liberty L. & A. Buys Mich. 
Business of Illinois Insurer 


Liberty Life and Accident, western 
Michigan’s rapidly growing life insur- 
ance company with headquarters in 
Muskegon, has purchased from the 
Guarantee Trust Life of Chicago their 





NAME RHEA HOUSTON MANAGER 

L. J. Melby, vice president and direc- 
tor of agencies, Woodmen Accident & 
Life, Lincoln, Neb. has announced the 
appointment of Ted R. Rhea as agency 
manager for the Houston agency. Mr. 
Rhea, who entered the life insurance 
business in 1954, has been associated 
with Postal Life & Casualty of Kansas 


ALLSTATE COS. ADVANCE S:x% 

The Allstate Companies have an- 
nounced six executive appointments in- 
cluding two in the Atlanta regional of- 
fice. The Atlanta appointees are Jack 
M. ‘Brooks, accounting manager, and 
John W. Kern, services manager. 


entire Michigan business, it was an- 
nounced by Winston H. MacCurdy, pres- 
ident of Liberty Life. The transaction 
involves 2,000 accident and health policies 
held by Michigan residents. No life in- 
surance is involved. 


City since 1958 and prior to that was 
associated with ‘Mercantile 


Others are: George L. Rickey, per- 
Lif sonnel assistant, Detroit regional office; 
ire, John Panas, operating manager, Pasa- 





The reinsurance agreement has been 


the 
ultimate in 
Tiaitis 


You might expect the finest in a lifetime loss-of- 
time contract from Combined. And we have it in 
our Business And Professional Compensation 
Plan, the “Cadillac” of Combined’s A&H line. 


In your area, and even among your present 
clientele, there are many who need this valuable 
protection . . . self-employed business men, pro- 
fessional men, business partners, management 
and corporation executives ... all are ready 
prospects... who can practically write their own 
ticket for the monthly income they want... who 
will quickly recognize this plan, with its special 










A New Book by 
Napoleon Hill 


evther of THINK end GROW RICH 
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Success 






Know How to Motivate 
Yourself—And Others? 





formally approved by Frank A. Black- 
ford, Michigan (Commissioner of Insur- 
ance, as well as by the Director of In- 
surance for the State of Illinois. 


THROUGH A 
POSITIVE 

MENTAL 
ATTITUDE 


ew! Prec! thet dynam ing con “owen « shaping 
eat” within yon end help pow mabe your deems come wee! 














Find out—and discover many other 
ways you can help yourself to fame, 
fortune, better health — whatever 
you want out of life! All contained 
in the amazing new book ‘Success 
Through A Positive Mental Attitude.” 
Ask for it at your bookstore. 


dena, Calif. regional office; James F. 
Moore, planning manager, Murray Hill 
regional offices, and Bernard J. Brown, 
personnel assistant, Santa Ana, Calif 
reg:onal office. ; 








(ND PROFESSIONAL 
j PERSONAL INCOME PoLicy 


PLEASE READ YOUR POLICY 








renewal provision, as the practical loss-of- 
income coverage they need. 

With this blue-chip contract in your portfolio 
you'll have 100% backing from Combined... 
merchandising and motivational sales techniques 
... the tremendous resources of the world’s 
second largest exclusive accident and health 
company—who’s business is A&H—only A&H. 

A letter directed to Combined’s Disability 
Division will get you complete details about our 
Business And Professional Compensation Plan. 
May we hear from you this week? 


COMBINED 


Insurance Company Of America 


W. CLEMENT STONE, PRESIDENT 
5050 Broadway, Chicago 40, Illinois 
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Pope Hits ‘Something 
For Free’ Delusion 


IN COMPULSORY AID TO AGED 


Rhode Island A. & H. Assn. Hears Em- 
ployers’ Group Official’s Views on Over- 
65, Policy Termination Problems 


Quoting 19th century Scottish novelist 
and poet, Robert Louis Stevenson, Rob- 
ert W. Pope, superintendent of the per- 
sonal Accident & Group Department for 
The Employers’ Group, told a_ recent 
meeting of the Rhode Island A. & H. 
Association in Providence that “man is 
a creature who lives not by bread alone 
but principally by catchwords.” He 
added: “The catchwords being used by 
the proponents of compulsory coverage 
for the aged are ‘free health care.’” 

At the outset of his talk, Mr. Pope 
said he would discuss two major prob- 
lems confronting health insurance to- 
day, namely, the termination or can- 
cellation problem and the senior citizen 
problem. After briefly discussing the 
first issue, the speaker turned to a more 
thorough examination of the second. 

“If Federal supplanting of voluntary 
health insurance for the aged were to 
occur,” Mr. Pope declared, “the cost in 
do'lars w ‘ou ld be substantially higher and 
not ‘free’ at all. ” He reasoned that the 
word “free” was an erroneous one since 
the estimated costs would exceed two 
billion dollars for the first year alone. 

“Prononents of this idea would pay 
for it by raising Social Security taxes. 
T'nder present law, the maximum Social 
Security tax ultimately will go to $216 
a vear for a worker making $4,800 or 
more—and another $216 for the employ- 
er. We estimate that if the Social Se- 
curity program is pushed into this new 
field, long-term Social Securitv costs 
will be increased by at least 26%.” He 
said further 

‘Something for Free’ a Delusion 

“Voluntary. per se, means proceeding 
from the will, or from one’s own choice 
or full consent. And that means liberty 
Compulsory means the opposite. And 
here we have the ‘something for free’ 
delusion which is just that, a delusion. 

“In the provision and financing of 
health care for any and all segments 
of our population, there is nothing the 
government can do which free enter- 
prise isn’t already doing better and at 
far less cost.” 

Mr. Pope next listed the following 
nine ways in which free enterprise is 
“helping to bring more and more of the 
aged under the protection of health in- 
surance: , 

“"_ ——— older active workers eli- 
gible for protection under Group cover- 
age Recreuannal seven out of ten 
persons have their health insurance cov- 
erage through Group plans. And by the 
use of this first method. coverage for 
the older worker and his dependents will 
continue for that large way oad of per- 
sons who continue on the job after 65. 

“2 For the retired employe and their 
dependents. there are Group plans today 
which continue the protection of health 
insurance. The employer usually pays 
all or a substantial part of the premium 
in these programs. 

“3 Other plans allow the retiring em- 
plove to convert his Groun insurance to 
an individual policv without any re- 
quirement of insurability. 

“4. Group coverage is being issued to 
older persons who are mem- 
hers of associations or clubs of retired 
persons or employes. 

“S| There is the Group approach—spe- 
cial programs insurance companies have 
develoned and are developing for per- 
sons 65 and over. Under this method the 
companies use mass enrollment tech- 
niques and are offering life-time pro- 
without evidence of insurabilitv. 

“6 Tndividual nolicies are increasingly 
heing made available to applicants over 


05 


groups of 


tection 


“7 Policies are heing offered to per- 
sons under 65 on a life-time basis, with 
renewabilitvy guaranteed in the retire- 
ment vears. 

“8. Policies that are paid up at age 


Donald G. Heth Joins INA as 
Director of A. & S. Sales 





DONALD G. HETH 


Donald G. Heth has been appointed 
director of accident and sickness sales 
for Indemnity Insurance Company of 
North America in Philadelphia, it is 
announced by E. H. Marshall, vice 
president. 

Mr. Heth entered the insurance busi- 
ness in 1946 with the Indemnity com- 
pany. For the past 12 years he has 
been with the Continental Casualty in 
the sales and administrative areas of 
their accident and sickness organization. 
Mr. Heth attended Duke University. 





65 are being issued. This method allows 
the policyholder to pay for his retire- 
ment health insurance protection during 
his working years. 

“9. Physically impaired persons are 
now being insured. More than 40 insur- 
ance companies today are offering pol- 
icies to broad classes of physically im- 
paired people 

Legislation Would be Destructive 

Mr. Pope believes the Government has 
a responsibility of providing necessary 
hospital and medical care for the needy, 
“but for the Government to provide such 
services to millions of people, without 
regard to need, would be unsound, in- 
efficient and eventually might prove so 
costly as to threaten undermining of the 
Social Security system itself.” 

Referring to a bill proposed in Con- 
gress to put the Social Security system 
into this field, the speaker asserted that 
“legislation of this type is not needed 
and indeed would be destructive. Such 
proposals are as unrealistic in the mat- 
ter of financing health care as they 
would be if they were put forward as 
solutions to some of those other factors 
of the aging problem.” 

In discussing the termination problem 
earlier in his talk, Mr. Pope observed 
that through surveys conducted by the 
New York Insurance Department, “it 
was self-evident that only a very small 
percentage of policies are terminated— 
less than one-half of 1%.” 

The most common cause of termina- 
tion is deterioration of health of the 
policyholder, he stated and _ explained 
that a great many companies have vol- 
untarily set up a program whereby they 
will not terminate a policy solely on the 
grounds of deterioration of health. 

“This is a partial solution to the prob- 
lem. The premiums of many of the 
older policies are based on rates formn- 
lated on experience determined when 
it was the practice to terminate on ac- 
count of changing health. How will 
these rates stand up? We don’t know. 
If the rates are not sufficient, will the 
public pav the price necessary to carry 
the oolicyholder, regardless of his 
changing health? This is why IT say this 
is only a partial solution. but it is a 
step in the right direction.” 


Ins. Counsel Assn. Meeting 


(Continued from Page 29) 


The principal address at Thursday’s 
general session, by Harold G. Evans, 
president of American Casualty Com- 
pany, Reading, Pennsylvania, was “Chal- 
lenge of Progress.” Referring to the 
history of rate regulation, to increasing- 
ly open competition in rates and forms 
and to the obligation of the insurance 
business to provide a broad market at 
reasonable rates, Mr. Evans deplored 
rising claims and lagging rate increases. 

Pointing out that the insurance busi- 
ness, bulwark of our economy since 
colonial days, is now presenting its worst 
profit record while other businesses are 
generally doing better than ever, he fur- 
ther reported that the aggregate in- 
creases in policyholders’ surplus of stock 
companies in recent years have resulted 
wholly from investment appreciation and 
from sale of additional stock. 

Mr. Evans brought out that court’ con- 
gestion and delays are always very cost- 
ly to insurance companies, with rates 
closely regulated but with cost elements 
unregulated. He recommended study of 
the simp'ification of judicial procedures 
and streamlining of procedures in in- 
surance company offices and in the of- 
fices of their attorneys. 


First of Two Sessions 


The first of two sessions presented 
by the Open Forum Committee under 
chairmanship of Sanford M. Chilcote, 
Pittsburgh, and vice chairmanship of 
Harold A. Bateman, Dallas, dealt pri- 
marily with aspects of nuclear energy 
This session opened with an analysis of 
tort trends and trial tactics by Pro- 
fessor Robert W. Miller of the Syra- 
cuse University College of Law, and 
included addresses by two members of 
the staff of Atomic Energy ‘Commission, 
a member of the staff of the Congres- 
sional Joint Committee on Atomic En- 
ergy, and two insurance company of- 
ficials. 

Dr. Paul C. Aebersold, assistant di- 
rector for isotope developments, AEC, 
discussed recent developments in the 
use of by-product material and the 
growing benefits to industry and com- 
merce and the people of the United 
States. 

Harold L. Price, director. division of 
licensing and regulation, AEC, reviewed 
the safety considerations, involved in 
licensing nuclear materials and facili- 
ties. He described the problem of the 
AEC in promoting use of isotopes, and 
at the same time in licensing and close- 
ly regulating their use. Mr. Price also 
paid tribute to the willingness of the 
insurance business to pioneer new forms 
of insurance as an aid to removal of 
the deterrent of fear of liability claims. 
Reviewing the scientific. legislative and 
emotional problems in licensing nuclear 
eperations, he pointed out that while 
the risks of automobile accidents and 
fire are publicly accepted, the much more 
remote risks of ionizing radiation still 
call for careful treatment. 

David Toll, staff counsel to the Joint 
Committee on Atomic Energy, discussed 
Federal-state relations in regulating 
radiation hazards. He pointed to Con- 
gressional action permitting the transfer 
of certain regulatory powers to the states 
with respect to the use of radioisotopes. 
While reactor oneration will still remain 
under exclusive Federal control, the leg- 
islation includes authorization for safe- 
ty inspections by state representatives. 

FE. A. Cowie. vice president Hartford 
Accident & Indemnity and chairman of 
the claims committee of Nuclear Energv 
Liability Insurance Association, reviewed 
the claim procedures in connection with 
hodily iniury and third party property 
damage claims arising from nuclear op- 


eration. Richard Schmalz, attornev for 
Liberty Mutual, Boston, described the 
nuclear energy policy forms and_ re- 


viewed the novel features in these in- 
surance contracts. 


Second Open Forum 


The second open forum dealt with four 
separate subjects of interest to defense 


attorneys. Lucian Y. Ray, Cleveland, 
discussed the liability of shipowners for 
injuries aboard ship to shoreside work- 
ers and the shipowner’s right to indemni- 
ty against the employers of such work- 
ers. Briefly touching upon the ancient 
background of the doctrine of unsea- 
worthiness with respect to members of 
the crew, Mr. Ray reviewed the sub- 
sequent application of that doctrine to 
stevedores, ship repairmen and_ other 
shoreside workers. 

Dean W. Keeton of the University of 
Texas Law School, Austin, discussed 
contribution and indemnity among tort- 
feasors. He analyzed the common law 
theories of indemnity and the statutory 
features of the uniform contribution act, 
John O. Todd, CLU, Evanston, Illinois 
special agent of Northwestern Mutua! 
Life described the use of life insurance 
to minimize “tax extravagance” of at- 
torneys and their clients. 


Every Seventh AMA Member Faced 
With Claims 

Major problems bringing. about and 
arising from recent increases in mal- 
practice litigation were discussed in pan- 
el style by Dr. Joseph S. Stewart, Miami, 
and Edward J. Kelly, Des Moines at- 
torney, with A. Lee Bradford, Miami, 
attorney, as moderator. Much of the 
detailed analysis of malpractice litiga- 
tion was ‘based on a survey conducted 
by American Medical Association. It 
was pointed out that one of every seven 
members of the American Medical As- 
sociation faces the possibility of a lia- 
bility claim during his professional ca- 
reer and that the number of cases is 
increasing each year. 

Dr. Stewart pointed out that most 
claims arise in connection with hospital 
care, that surgeons experienced the most 


claims, and that orthopedists are the 
most frequently sued. General prac- 
titioners run a close second. 


Claims are based most frequently on 
poor operative results, poor medical re- 
sults, misdiagnosis, instruments left in 
the operative area and occurrences in 
blood transfusion. 

As a secondary basis, Dr. Stewart 
pointed out that 23% of the malpractice 
cases filed in New York were filed after 
the doctor had sued for his fee for 
treatment. The panelists noted that 
medical advances have created the wide 
impression that medicine is infallible, 
and that a bad result must be due to 
negligence. On the other hand a great- 
er public claims consciousness, the 
shortage of doctors which prevents the 
creation of the old family doctor-patient 
relationship, and the increasing special- 
ization in the profession have created 
barriers to understanding. 


Bar Itself Must Solve Congestion 
Problems 

At the concluding convention session 
Chief Judge David A. Pine, United 
States District Court of the District of 
Columbia, Washington, D. C., under the 
topic “I See a Cloud,” stressed the need 
for all lawyers to seek improvement in 
the administration of justice. He held 
that additional judges and administrative 
improvements have not been able to 
catch up with the great increases in 
litigation. History has shown that when 
the courts cannot meet the demands of 
the public, drastic reform may result. 
The development of equity jurispru- 
dence and the more recent development 
of administrative law have come about 
in this way. Judge Pine suggested that 
the bar itself must solve the problems 
of congestion and delay. 

In his report as secretary, Mr. Schlott- 
hauer referred to a net increase of 71 
members during the past year, with a 
membership on June 30, 1960, of 1,789 
individual attorneys. William E. Knep- 
per, Columbus, Ohio attorney, reporting 
as editor of the Insurance Counsel Jour- 
nal, referred to new features which had 
been incorporated in the publication, 
which now has a circulation of more 
than 5,000. At the executive committee 
meeting after the convention. Mr. Knep- 
per was reappointed as editor of the 
Tournal and Blanche Dahinden, Mil- 


waukee, was reappointed executive sec- 
retary, 
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a world of property insurance services... 
always at your fingertips! 


When you call your American Surety representative, you call in a nation-wide organization as 


well...one with over 75 years of specialized experience in suretyship and insurance. No matter 
what the problem or coverage involved, we are prepared to assist you! 
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For a sample of the solid selling help we give our agents, send now for a [== 
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H. Lee Minton, Jr., CLU 
Eau Claire, Wisconsin 


Travelers ‘‘millionaire’’ for 
the last three years and 
member of the MDRT 





Confidence in Life Underwriting 


To be a success in insurance you must be confident. To 
be confident you must know your business well. 





My training as a Chartered Life Underwriter gave me 
confidence, in my product, in my ability to advise correctly, 
and to sell successfully. 


CLU studies widened my horizons, enabled me to work 
in estate analysis, deferred compensation, trust planning and 
other highly remunerative and skilled fields. CLU made it 
possible for me to work successfully with businessmen of all 
ages whose reservations about my youth disappeared once the 
interview got underway. Many expressed their confidence by 
turning over all their insurance matter to me, life, accident 
and health, pension and group plans, casualty and fire lines. 
(As a Travelers Agent, I write all forms of insurance and can 
rely on Travelers field men for expert help on any insurance 
matter. ) 

Today the CLU designation is more important than ever. 
If you sell Life, and are not a Chartered Life Underwriter, 
I strongly suggest you begin your studies this fall, for knowl- 
edge, confidence and success. 





Insurance Companies HARTFORD 15, CONNECTICUT 


























